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Urges Caution In 
Regulatory Laws Fé 
Non-Admitted Market 
Gilmore, Casualty & Surety Atsn., 


Feels Some Legislation May be’. 
Viewed as Desirable i * 


SPEAKS AT NAIC MEETING, 


Not Prepared Yet for Adoption of 


Comprehensive Code for Non- - 
Admitted Insurers : 


Caution in enacting regulatory legiss 
lation over the non-admitted market ‘for. 
insurance was urged April 25 by Robert 
N. Gilmore, Jr., general counsel of .the 
Association of Casualty and Surety Com+ 
panies. Addressing the Zone 5 meeting 
of the National Association of Insurance 
Commissioners at Omaha, Nebr., on “Do 
We Need Unauthorized Insurers Legis- 
lation?” Mr. Gilmore said: “Certainly 
some legislation may be desirable, but I 
caution against hastily reaching out in 
all directions. 

“Tt has only been within the last year 
that Commissioners and industry have 
commenced to study and analyze: the 
non-admitted market,” he stated. “Many 
facets’ of the non-admitted market re- 
quire further study before we can wisely 
and safely prescribe what kind of legis- 
lation is needed to cover the whole 
waterfront. I, for one, do not think we 
are now prepared to adopt a comprehen- 
sive insurance code for non-admitted in- 





surers.” 
Sees More Data Needed 

With respect to the question whether 
unauthorized insurers legislation is 
needed, Mr. Gilmore said: “It seems to 
me that we should know a good deal 
more about the non-admitted market 
before we can come up with a definitive 
answer. 

“A start has been made, but much 
remains to be done,” he explained. “The 
lack of information and the inability to 
date to develop a reasonably accurate 
picture of the dimensions of this busi- 
ness has been most unfortunate. In 
my judgment, those who are most fear- 
ful of the regulatory arm reaching the 
non-admitted market could help them- 
selves by joining with others in an effort 
to produce the facts.” 

If there is to be legislation, Mr. Gil- 


more urged that four points be borne 
in mind. 
“First, keep separate and apart the 


(Continued on Page 26) 





PRION scdacselscsecdsssscnsnncnsnaced Page 18 
Brokers & Agents.................. * eae 
Marine Dept. 2.000.000... "2b 
Casualty & Surety.......... pais ee 
Accident & Health... ee 


Second-class postage paid at New York, N. Y. 


NEW YORK, FRIDAY, APRIL 28, 1961 


ER WAH ER 


INSURANCE 








$5.00 a Year; 25c. per Copy 











Manhattan Casualty Company 
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No Action In Omaha 
By Commissioners On 
Group Reserve Plan 





Wide. Interest at Cost Plus-No 
Claim Reserve Hearing; Many 
Commissioners Present 


ANOTHER HEARING SLATED 


Lincoln National Only Proponent; 
LIAA Resolution Opposing Plan 
Endorsed by Others 


Omaha, April 23—A hearing on cost 





plus-stop loss-no claim reserve plan of 
writing Group insurance, which the In- 
surance Commissioners have had under 
consideration -for sometime, and_ has 
caused considerable controversy in the 
business, was held at a Commissioners 
Zone 5 megting here today. Wide in- 
terest in the subject was evidenced at 
the last annual meeting of the Commis- 
sioners in *Hotel Commodore in New 
York when 500 guests attended the ses- 
sion at which the credit plan was dis- 
cussed by a subcommittee. 

Commissioner Timmons Presides 

Director Frank K. Barrett of Nebraska 
played host. Attending were Insurance 
Commissioners from every state in the 
zone as well as 12 Commissioners from 
other states. 

Commissioner William E. Timmons 
of Iowa, chairman of the sub-committee, 
presided at the meeting. More than 150 
representatives of the life, accident and 
sickness insurance business were in at- 
tendance as well as numerous staff mem- 
bers of State Insurance Departments 
Also in attendance was Superintendent 
C. Lawrence Leggett of Missouri, chair- 
man of the NAIC life committee. 

Pike Reads LIAA Resolution 


Albert Pike, actuary of the LIAA, of- 
fered a resolution of his association 
adopted on March 17 condemning the 
practice of the no-claims reserve plan 
of companies writing Group insurance. 
The resolution read as follows: 

“WHEREAS the life and health in- 
surance business has traditionally been 
conducted on the basis of premiums pay- 
able in advance, and 

“WHEREAS this practice is funda- 
mental to the protection of policyholders 

“THEREFORE be it resolved that any 


type of Group insurance arrangement 
which, in lieu of provisions for the cur- 
rent payment of premiums by the policy- 
holder for anticipated incurred claims, 
(a) provides instead that policyholder 
payments, substantial in amount, for such 
anticipated incurred claims be made as or 
after claim payments are made; (b) pro- 
vides that the amount of such late policy- 
holder payments is dependent upon the 
amount of claim payments, and (c) 
makes the promise to pay such late pol- 
icyholder payments the only substantial 
obligation of the policyholder with re- 
spect to all or a significant part of the 
incurred but unpaid claims, is an insurance 
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This advertisement, supporting Lin- 
coln Life agents, appeared in the Satur- 
day Evening Post and Time. 
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What many a man discovers after he’s retired... 


Often he finds too late that the rosy dreams he 
had of an enjoyable retirement can never come true 


& 
nmeLincolin 


NATIONAL 


The reason, as you may unhappily dis- 
cover yourself some day, is usually lack 
of money—with little or no hope of 
getting more. 


Once those regular pay checks stop 
coming, all too many men wake up to 
the fact that it’s not as easy as they 
thought to live on their retirement in- 
comes. Often there’s barely enough 
money coming in to provide the neces- 
sities of life. Even when a man earns 


ITS NAME INDICATES ITS CHARACTER 


a little money doing occasional jobs, 
he may not get by very well. He’s 
forced to scrimp along just when his 
time’s finally his own and he could 
start enjoying a leisurely life. 


Don’t let your retirement turn out this 
way. Guarantee yourself enough retire- 
ment income to live as you’d like by 
setting up a Lincoln Life retirement 
plan now. With this economical plan 
you can retire as young as age 50, if 
you wish, and you'll have life insurance 
coverage from it until you begin getting 
the income. Phone or write your 
Lincoln Life agent for particulars. 


ee 
L é fe INSURANCE COMPANY 


FORT WAYNE 1, INDIANA 
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Dewey Calls New York State Treatment 
Of Connecticut General Life Unfair 


Tells Court of Appeals that Other Connecticut Life Companies Have 
Been Licensed for Half a Century in N. Y. State While 
Controlling Stock of Fire and Casualty Companies 


By CLarENcE AXMAN 


Former Governor Thomas E. Dewey re- 
turned to Albany on April 20 and appeared 
before the Court of Appeals in an insur- 
ance case. It is the action of Connec- 
ticut General vs. Insurance Department 
of State of New York. The State had 
refused to license the Connecticut Gen- 
eral in New York if it held controlling 
stocks of fire or casualty insurance com- 
— Gov. Dewey is a member of the 
law firm of Dewey, Ballantine, Bushby, 
Palmer & Wood. He presented the 
argument on the constitutional issues 
involved, devoting himself primarily to 
the issue of equal protection. Wilkie 
Bushby, of the law firm, presented the 
arguments on statutory construction. 
Also present from the law firm was 
John Mason Harding. 

The brief of New York State was 
presented by Irving Galt, assistant soli- 
citor general. Two lower courts decisions 
have been against Connecticut General. 
The Eastern Underwriter has already 
printed arguments of the solicitor gen- 
eral’s office. 

In his presentation of the situation 
as he gave it to Court of Appeals Gov- 
ernor Dewey said that the issue is 
whether a life insurance company may 
have a controlling stock interest in a 
company which does a different kind of 
insurance business. 

Governor Dewey said that on the con- 
stitutional aspect of the case the Con- 
necticut General relies on the Fourteenth 
Amendment of the Federal Constitution, 
providing that no person shall be denied 
equal protection of the laws. 

The constitution of New York State 
has a ‘substantially identical provision 
and the Court of Appeals has construed 
it to mean exactly the same. The Federal 
Constitution in the 14th amendment also 
has a provision that no state may deny 
due processes of law to any person. 

Equal Protection 

The Governor said he wanted to deal 
first with equal protection clause; sec- 
ondly with the remedy which is avail- 
able under it; thirdly, with due processes. 

Since 1906 and 1907 Aetna and Travel- 
ers have owned a number of fire and 


casualty companies. They have been 
licensed annually. Aetna, said Gov. 
Dewey, has been licensed 55 times in 


55 years, owning fire and casualty com- 
panies. The Travelers in exactly similar 
position got theirs, beginning in 1907 
having been licensed 54 times in 54 years. 

“We say to the Court,” Gov. Dewey 
said, “we are in an exactly similar, in 
fact, identical position to them except 
that we have not yet gotten our fire 
and casualty subsidiaries and we consider 
it a denial of equal protection when the 
Insurance Superintendent says: ‘IT will 
license them forever, but you must for- 
ever never have a fire company.’ 

There are two fundamentals in deal- 
ing with equal protection insofar as a 
case of this kind is concerned, Gov. 
Dewey continued. One is—was_ the 
discrimination against the appellant 
studied, or was it deliberate? Was it 
intentional, or was it that stray, random 
unintentional thing that does not violate 
the' constitution? The second is, and this 
is a basic one—are there two classes 
really, or is there only one? “Has there 


been an establishment by some legal 
proper means of the two classes which 
are really different?” he asked. “That 
is, with a real distinction between them? 
Whether this is a very good distinction 
or not—is it real? Is it reasonable, or is 
the creation of two classes, those who 
acquired their fire subsidiaries before 
1958, being all right, and those who ac- 
quired them after 1958 being forever 
barred? Is that reasonable, or is it 
arbitrary ? 

“Is it connected with a legitimate sup- 
portable public purpose in which the 
record discloses grounds for it, or is it 
fancy; is it whim; is it arbitrary; is 
it unreasonable, unfair and should it be 
stricken down? 

Alleged Discrimination 


“First let us deal with discrimination. 


. We most certainly claimed that it 
was deliberate—deliberate, studied, in- 
tentional and purposeful in that it has 
been going on for five years and the 
respondent intends to do it until the end 
of time. It was in 1955 that the Super- 
intendent came to Connecticut General 
and said: ‘If you acquire by the issuance 
of your stock outside of your admitted 
assets, a fire subsidiary, I will not re- 
new your license next July even if I 
continue to license Aetna, Travelers and 
all the fire companies who do the same 
thing.’ ” 

C. G. Conclusion of Brief 
In conclusion of the Connecticut Gen- 
eral’s court brief these statements are 
made: 
“The impossible position in which 
respondent finds himself is highlighted 





Japanese Insurance Executives Visit Washington National 





Washington National’s Chairman R. J. Wetterlund (left, back row) and Pres- 
ident Paul W. Watt, right, back row), welcome a study team of Japanese insurance 
executives to a one-day seminar at the company’s home office in Evanston. 


The accompanying picture was taken 
of senior executives of Japanese insur- 
ance companies and an assistant chief 
of Japanese Ministry of Finance when 
the group visited Washington National 
Life at its head office in Evanston, III. 
This team studying American operations 
in a number of cities came here under 
the sponsorship of International Cooper- 
ation Administration. Principal objective 
of Washington National visit was to get 
first-hand observation of development of 
a sales organization in a successful com- 
bination company. 

Arrangements for the Evanston visit 
were made on behalf of the company by 
C. H. Kendall, executive vice president, 
siaie on its committee being Second 
Vice Presidents Dale Darland, J. L. Elliot 
and R. J. Mueller; F. C. Elston, W. 
Griggs and Theo Heckel. 

Guests of Washington National at a 
luncheon and the seminar were: Gerard 
J. Lally, project manager of develop- 
ment and studies branch, Office of In- 
dustrial Resources, who handles all hotel 
and travel arrangements for the study- 
team; its leader, Kiyoshi Matsuki, man- 
aging director, Yasuda Mutual Life; Ma- 
sao Fujimoto, executive director, Nissah 


Life; Katsumi Hamada, executive direc- 
tor, Nippon Life; Takeo Hirakuro, di- 
rector, the Nihon Group Life; Tomo 
taro Kaneko, assistant section chief, 
Ministry of Finance; Daijiro Kawasaki, 
managing director, Daihyaku Life; Ki- 


yoshi Kazuno, executive director, Asahai 
Mutual Life; Kiichi Kimura, executive 
director, Tokyo Mutual Life; Koichi 


Matsumoto, manager general affairs de- 
partment, Heiwa Life; Koichiro Shono, 
chief actuary, Fukoku Mutual Life; Jiro 
Uriuhara, (secretary of the team), as- 
sistant manager of research section, Ya- 
suda Mutual Life. 

Serving as interpreters are Ryuji Fu- 
duda and Masao Kunihiro. 

Their nation-wide tour is taking them 
to other selected life insurance com- 
panies, the offices of the Institute of Life 
Insurance, Life Insurance Agency Man- 
agement Association, New York State 
Insurance Department, American College 
of Life Underwriters, the American 
Service Bureau, and in Washington. 
D. C., the District Director of Internal 
Revenue, National Association of Life 
Underwriters, Life Underwriter Training 
Council (Washington Division) and the 
International Center. 


by his inability to decide whether to 
assert that the licenses granted 
to Aetna and Travelers are proper or 
improper. Upon argument in the Apel- 
late Division respondent’s counsel was 
asked whether his argument would not 
be simplified by conceding that the 
licenses to Aetna and The Travelers 
were improper. He declined to concede 
that the licenses were improper and he 
also declined to defend them... . 

“The apparent purpose is to leave the 
constitutional issues shrouded in confu- 
sion. The effort cannot succeed. What- 
ever position counsel takes upon argu- 
ment in this case, whether he contends 
that Aetna and Travelers were properly 
or improperly licensed, the’salient facts 
are simple: Annually, ever since 1906, 
and specifically in July 1959 and again 
in July 1960, the Superintendent issued 
licenses to Aetna and Travelers to do a 
life insiwance business in this State, 
despite their ownership of fire and casu 
alty subsidiaries. 

“The position of appellant is clear 
and unequivocal. The licenses were 
properly granted to Aetna and Travelers 

“However, whether the Superintendent 
was right or wrong in issuing licenses 


to Aetna and Travelers, they have the 
licenses. Nothing occurred on October 
17, 1958, or any other date, which 


authorizes deni: il to appellant of a license 
under similar circumstances. 

“The judgment appealed from should 
be reversed, and summary judgment 
granted, to appellant as requested in the 
complaint.” 


Emotional Appeal Stressed 
By Stanley C. Collins 


One of the main points made by Stan 


ley C. Collins, CLU, staff supervisor, 
field management division, Metropolitan 
Life, in addressing the sales congress 


sponsored by the Broward County Asso- 
ciation during NALU’s midyear meeting 
last week at Fort Lauderdale, Fla., was 
that “legitimate emotion” in selling life 
insurance is a necessary part of the 
agent’s presentation. He showed his 
audience several newspaper ads of the 
Institute of Life Insurance’s anti-infla- 
tion series im which the emotional appeal 
was effectively used. 

Mr. Collins, who started his career 
as a debit agent for Metropolitan at 
Buffalo in 1933 and who was the first 
debit agent ever to be elected NALU 
president (1955), took over his present 
duties in early 1957. Currently he is pro- 
moting personal development programs 
among Metropolitan’s district offices and 
fieldmen. 

Pointing to the “miracle of life in- 
surance” the speaker declared that no 
one else but the agent can cover the 
total needs of those who depend upon 
him for life insurance advice and counsel. 
Mr. Collins urged his audience, largely 
composed of agents, to recognize that 
they are dealing with the happiness and 
security of human beings. He declared 
that their obligation to render full and 
effective service “is a moral respons sibility 
which cannot be taken lightly.” 

At the outset of his talk, Mr. Collins 
said that NALU membership should be 


“a must” for every life underwriter 
He stressed that no agent can afford 
to build a wall around himself and be 


isolated from what’s going on in the 
industry. “Belonging to NALU enables 
you to be a part of a national organiza- 
tion, working constructively for the wel- 
fare of both the agent and the insurance 
public,” he said. 

Mr. Collins held particular interest 
as he drew upon his own years as a 
debit agent and dwelt on certain basic 
obstacles which, he felt, men run up 
against in their sales expe riences. Among 
other suggestions, he said that he saw 
no reason why the agent os avoid 
selling insurance to his friends. I didn’t 
call on my friends at first,” he confessed, 
“but later I realized that I had an even 
greater responsibility to give them proper 
counsel and advice than I gave to 
strangers upon whom I called.” 
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Max S. Bell President 
Continental American 


DR. CLAUDE BENNER CHAIRMAN 


Bell Agency Vice President for 19 Years; 
Dr. Benner Long Nationally 
Known Economist 
Max § Bell, Fellow of the Society of 
Actuaries, who joined Continental Amer- 
ican Life of Wilmington in 1926 as as- 
sistant actuary, served for 19 years as 


~ 





CLAUDE L. BENNER 


vice president in charge of agencies and 
elect ed 


was senior vice president last 
January, has been elected president. Dr. 
Claude L. Benner, president since 1949, 





Villard Stewart, Inc 
MAX S. BELL 
board 
> of Ontario, Canada, 


was named epee my of the 


Mr. Bell is a nat 








graduate of University of Toronto and 
was associated with State Mutual Life 

Worcester from 1923 until he joined 
Continental American in 1926. 

Dr. Benner was head of the depart- 
ment of economics at University of Del- 
aware when he joined Continental Amer- 
ican as company economist. Graduate of 
University of Michigan, he had taught 
economics there and at Iowa State Uni- 
versity and the Institute of Economics, 
Washington. Dr. Benner was elected 
vice president and member of the board 
of Continental American in 1930: made 


chairman company finance committee in 
1932. He is author of many books and 
articles, is a member of American Eco- 


nomic Society, American Statistical As- 
sociation and Academy of Political Sci- 
ence. A director of Bank of Delaware, 
he is a member of numerous clubs in- 


cluding 


Union League of Philadelphia. 


Continental Assurance [his Year 
Marks Its 50th Anniversary 


Company Has Had Impressive Growth Since Its Founding in 
1911; In Force Was $6.8 Billion at End of 1960; Roy 
Tuchbreiter Chairman; Howard C. Reeder President 


Continental Assurance this year marks 
its 50th anniversary. From its found- 
ing on April 26, 1911, the company has 
grown with unusui ail speed to a position 
of prominence in the insurance industry. 
Its life insurance in force amounted to 
$6.8 billion at the end of 1960. 

Plans for making 1961 the most produc- 
tive in the company’s history are the 
highlight of each of the several meet- 
ings of producers held this year. This 
was the case of the General Agents and 
Managers Association meeting in Chi- 


cago earlier this year, as well as the 
meeting of top producers at Chandler, 
Ariz., concluded April 16. Other coming 


meetings will have the same theme. 
Insurance in Force Gain 


most 
gained 


year was one of the 
as insurance in force 


The past 
satisfactory 


more than $650,000,000, it was pointed 
out by chairman Roy  Tuchbreiter. 
“Though proud of this record, it would 
be easy for the company to relax and 


coast on past accomplishments, ” he 
stated. “But the oe is not consti- 
tuted that way,” he added 

Howard C. Reeder, president, pointed 
out that the company is one of the 
leaders in the life insurance business and 
that it would reinfc orce this position in 
1961. Last year’s increase exceeded the 
volume in force at the end of 1945, the 
company’s 35th year in business, accord- 
ing to Mr. aoe The gain from 1950 
to the end of 1960 was nearly four times 
the total ian of insurance in force 
during the company’s first 40 years. he 
said. Continental has more than 460,000 
Ordinary policyholders, Group master 
contracts total 4,400 covering 2,430,000 
people. 


Among all the 1,450 legal reserve life 
insurance companies in the U.S. today, 
Continental Assurance ranks 16th in 


volume. It is sixth largest among all 
stock companies 


Its present position contrasts sharply 


with its status when it started out in 
1911, the smallest of 330 legal reserve 
companies in existence. It was formed 


by five directors of Continental Casualty, 
who, acting as individuals. put up $150,000 
Casualty was in the accident and health 
business and these directors foresaw the 
advantages that life insurance would 
strengthen the hand of their agents in 
offering this additional service to the 
public. 

Chartered by the State of Illinois, 
Continental entered 11 states and the 
District of Columbia in its first year and 
the first policies were issued in August, 





HOWARD C. REEDER 


1911. Three of the 


] original 68 policies 
issued in 


that year are still in force. 
Expansion Continued 


Steadily, the company continued to 
expand. Today, Continental Assurance 
is one of nine companies licensed to do 
business in all 50 states, District of 
Columbia, Puerto Rico and Canada. 


One of the most far-reaching steps 
in its growth was taken in 1944 when 
New York State was entered. That 


state’s exacting requirements, 
the accompanying 


along with 
national prestige, and 
the right to share in the enormous 
volume of business produced in that 
state, helped the company considerably 

In its early years, Continental offered 
only four forms of life insurance, all 
non- participating. In 1937 came parti- 
cipating policies, giving the company a 


complete line of all types of policies. The 
Group insurance department came into 
being in 1929, and the retirement and 


special plans department in 1943. 

Group and pension accounts on Con- 
tinental’s books makes an impressive 
roster of the most prominent organiza- 
tions in the U. S. and Canada. The 
retirement and special plans department 
has issued more different types of plans 
than any other company. 

Each year since 1911, the company has 
increased its business in force and total 





INEERING. 


For full details, write to: 


Miami 32, Florida 





GET ABOARD WITH SEABOARD 
MERCHANDISE WITH JET POWER! 


Just released a fabulous portfolio of 25 policy contracts to fit every 
insurance need and every financial requirement PLUS all of the ad- 
vantages of the most modern 1958 Mortality Table. GET ON THE JET 
ESCALATOR FOR EARNINGS BUILT AND SERVICED WITH IMAG- 


General Agency opportunities available. Now licensed in Arizona, Cal- 
ifornia, Connecticut, Delaware, Florida, Illinois, Indiana, lowa, Louisiana, 
Maryland, Massachusetts, Michigan, Nevada, Oregon, Tennessee, Texas 
and Washington—and more to come! 


Joseph A. Mayo, Executive Vice President 


Seaboard Life Insurance Company of America 











ROY TUCHBREITER 


admitted assets. The life insurance in- 
dustry has shown great growth over the 
years, but Continental’s has been sub- 
stantially better than the average. Dur- 
ing the past 20 years, while the industry 
expanded its life insurance in force by 
415%, Continental increased by 2,390%. 
The future looks equally bright. Along 
with its affiliates, it is building a 23- story 
addition to its 30-story home office build- 
ing in Chicago on Michigan Avenue to 
accommodate personnel for a growing 
volume of business in the years ahead. 


HAMILTON NATIONAL CHANGES 


Harry E. Wells Promoted to Chairman 
Of the Board; New President is 
Stewart R. Billings 
By action of the board of directors, 
Harry E. Wells was promoted from the 
presidency of Hamilton National Life to 
chairman of the board, and Stewart R. 
Billings was promoted to the presidency. 
Mr. Billings was formerly executive vice 

president and director of agencies. 
Under President Wells’ administration, 


the company has shown outstanding 
progress. It was licensed to sell insur- 
ance in January, 1959, and since that time 


has placed in excess of $15 million of 
insurance in force with an annualized 
premium income of $580,000. 
Other officers elected were 
Leary as secretary-treasurer, 
M. Differding and Elbridge E. 
as agency vice presidents. 
Directors elected for the ensuing year 


Arthur O. 
and Paul 
Starmer 


were John A. Stachura, Howard P. 
Travis, Mare J. Wolf, Paul D. Hinkle, 
Harry E. Wells, Stewart R. Billings, and 
Arthur O. Leary, a dinner followed. 


March Purchases Up 41% 

March purchases of life insurance 
amounted to $8,879,000,000, a gain of 
41% from the corresponding month of 


last year, according to the Life Insur- 
ance Agency Management Association, 
Hartford. While all types of life insur- 
ance showed a gain in the month, the 


$2,592,000,000 increase was due primarily 
to the closing of one of the largest Group 
contracts ever written, the $2,151,000,000 
contract covering railroad employes. 

Purchases of Ordinary insurance in 
March were $4,685,000,000 compared with 
$4,684,000,000 a year ago. 

Industrial life insurance bought in 
March amounted to $605,000,000, com- 
pared with $576,000,000 a year ago. 

New Group life totaled $3,589,000,000 
compared with $1,027,000,000. These fig- 
ures represent new Groups set up and 
additional protection under amended 
Group contracts already in force. 

For the first three months of the year, 
life purchases totaled $19,280,000,000, 
compared with $16,553,000,000. The three 
month Ordinary total was $12,137,000,000. 
compared with $12,125,000,000; Industrial 
totaled $1,634,000,000, unchanged from 
the previous year; and Group totaled 
$5,509,000,000, compared with $2,794,000,- 
000. 
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As of April 4, 1961 
Massachusetts Mutual will not 
accept cases involving either 
GROUP or FRANCHISE 
coverage for associations 


of individuals. 


This decision is based on our belief that 
underwriting such cases is not in the best 
interests of the insuring public, our agents, 


or our company. 


MASSACHUSETTS MUTUAL Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS ¢ ORGANIZED 1851 
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CUT OUT AND SAVE... IT'S WALLET-SIZE 






EVERY DOLLAR 
COMES BACK! 


Young men can’t resist this “Capital 
Return” Plan...older men find it very 
appealing for their sons, grandsons. 
With this Plan your client has the guar- 
antee that his annual premiums will be 
returned at the end of 20 years. Life 
Insurance Protection plus a full share 
of dividend earnings 
throughout. 


And “assurance 
is something we | 
always give you. 7 
We specialize in 
having specialists | 
whoare known for 
working through 
su, with a case... : 
nm? successfully. 7 


As close to you as your telephone Jj 


Matt Jaffe Associates, Ltd. | 


431 FIFTH AVENUE,N.Y. «© MU 4-5779 t 

General Agents i 
j The Canada Life Assurance J 
{ Company, Toronto,Canada J 
eT 


Made U. S. Life Officer 


WALTER R. ZERBST 


Walter R 


ficer of 


Zerbst 


United 


has been made an 
States Life with the 
secretary, according to 
an announcement by Raymond H. Bel- 


knap, president. This development is an- 


title of agency 


ther in the reorganization and expan- 


f the agency department, enabling 


» meet the needs of the company’s 
rapidly growing field force 
In his new capacity, Mr. Zerbst will 


be responsible for the coordination of 
the functions of the administrative, train- 
ing, advertising, sales promotion, pension 
and accident and health sections of the 
agency department, also handling a large 
portion of the department's liaison with 
other divisions of the company 

Mr. Zerbst joined the agency depart- 
ment of the company in 1947, and during 
the past 14 years has handled many staff 
and field functions. He is a graduate of 
many training schools, including the 
LIAMA Agency Officers School. 








Handles Pension Trusts 


ee a a A ala 





ANTHONY V. RUMOLO 


Appointment of Anthony V. Rumolo 
as assistant vice president, pension trusts, 


Manhattan Life, has been announced by 


President Thomas E. Lovejoy, Jr. Mr. 
Rumolo was formerly director of the 
pension trust sales department and 


superintendent of agencies, eastern and 
southern division. He will now devote 
full time to pension trusts and related 
forms of business. 

Mr. Rumolo has an extensive back- 
ground in the life insurance business, 
having entered the field in 1946 with 
Equitable Society in New York. Prior 
to joining Manhattan Life in 1958, he 
was for five years manager of the life 
department of Johnson and Higgins, New 
York insurance brokerage firm, where he 
specialized in pension, profit-sharing and 
deferred compensation plans 


Franklin Life Dividend 

A 25% stock dividend will be recom- 
mended at the May 3 meeting of direc- 
tors of Franklin Life, Springfield, Ill. 
Stock dividends were inaugurated in 
in 1944 and have averaged 20% annually 
over the intervening 17 years. 

President Chas. E. Becker reported 
cash premium income was up 6.4% and 
investment income higher by 11.4% for 
the first quarter of 1961 as contrasted 
to the same period last year. 





MN 





United States Life 


Enters Pension Field 

United States Life this week made 
public its plans to enter the pension and 
field, Richard 
Griffin as agency pension consultant and 
Charles P. Moore as actuarial pension 
consultant. 
In his 


profit-sharing naming 


announcement, Gordon E. 
Crosby, Jr., vice president and director 
of agencies, briefly outlined the com- 
pany’s expectations and plans for devel- 
He said, “After a 
comprehensive study of the needs and 
growth potentialities in the pension and 
profit-sharing field, we have decided to 
focus our attention on the smaller em- 


oping pension sales. 


ployer Group. In the past United States 
Life has achieved excellent results mer- 
Group life insurance to 
fifty or less employes; the 
rapid growth of our Group life volume 
and 


chandising 
Groups of 


number of cases written can be 
credited directly to our emphasis on that 


market. Hence, we feel that by con- 
centrating our pension and profit-shar- 
ing sales effort in that direction, we 
can capitalize on the considerable suc- 
cess we have already realized selling 
to the smaller Group. 

‘It is our desire,” he went on, “to 
bring into the small insured plan field 
some of the best attributes of the 
trusteed plan while retaining those of the 
insured plan. At the instigation of 
Glenn O. Head, company vice president 
and actuary, certain other features will 
be built into the United States Life 
program, such as simplified underwriting, 
quantity discount and special policy pack- 
aging. It is expected the company’s 
completed pension program will be in- 
troduced at regional conferences in 
June.” 





Issued to 73 


rate — Issued to 76 


URITY 








@ ice to More Commissions 


MAY — SENIOR CITIZEN MONTH 
SELL THE EXPANDING MARKET 
with 
Lifetime Series (whole life) — guaranteed cost — Issued to 97 


Diamond Heritage — The Living-Giving Memorial — Issued to 97 
Protection Series (Term to 75) LEVEL Premium — LEVEL Benefit — 


Preferred Risk/Endowment 95 — Preferred Policy at a Preferred 


ALL AGES ARE "AGE LAST BIRTHDAY" 


Contact Your General Agent or 


STANDARD SECURITY LIFE INSURANCE CO. OF NEW YORK 
111 Fifth Avenue, New York 3, N. Y.— Tel. AL 4-0510 











SUMMON 
ACTUARY 


The position of Actuary of this Association is vacant. The chief 
responsibility of the Association's Actuary is to provide technical 
assistance in handling numerous matters dealt with by the Association 
on behalf of its member companies. Applicant should be a member 
of the Society of Actuaries and have had several years’ experience in a 
life insurance company. Applications will be treated in confidence. 


THE CANADIAN LIFE INSURANCE OFFICERS ASSOCIATION 
302 Bay Street, Toronto 
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Eric G. Johnson V.P. 
Of Northeastern Life 


Fabian Bachrach 
ERIC G. JOHNSON 


Johnson has been elected vice 
president of Northeastern Life of New 
York it was announced by Northeastern’s 
President, Michael Marchese. Mr. John- 
son was formerly vice president of the 
Penn Mutual and the Colonial Life. 
Although purchase of a_ controlling 
interest in the Northeastern Life has 
been proposed by the Fidelity Bankers 
Life of Richmond, of which T. Coleman 
Andrews, former U. S. Commissioner of 
Internal Revenue, is president, the two 
companies will continue as_ separate 
operating units under the proposal. Mr. 
Johnson’s new office will be in Mount 


Vernon. 


Eric G. 


Addressing a meeting of the company’s 
general agents, Mr. Marchese said, “We 
are delighted to have Eric Johnson as- 
sociated with us as an officer of North- 
eastern. I am confident he will bring to 
our company a wealth of talent from 
his long experience in the life insurance 
business. He is widely known and 
among his friends and acquaintances are 
many of the most colorful and leading 
in life insurance—both field men and 
home office executives.” 

Mr. Johnson is a resident of Green- 
wich, Conn. his native state and an 
alumnus of University of Pittsburgh. In 
the life insurance business since 1926 he 
has been agent, general agent and home 
office official. He has also been active 
in many civic and charitable organiza- 
tions, 

Northeastern Life was started in 1943 
and now has more than $500,000,000 of 
life insurance in force. 


E. A. Fish Makes Change 


Edward A. Fish, president of Equity 
Annuity Life, has accepted the position 
of agency vice president of Variable 
Life of Washington, D. C. 
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Home Office Life Underwriters Association Officers 





New officers of the Home Office Life Underwriters Association, 


association’s recent annual meeting at 
West Va. 
Left to right: 


the Greenbrier, 


elected at the 
White Sulphur Springs, 


John S. Wyper, second vice president of Connecticut General, 


secretary of the HOLUA; Barton S. Pauley, director of Ordinary underwriting, the 


treasurer; Paul K. 
William H. 
editor; 
vice president. 


Prudential, 
Mutual, president; 
Provident Mutual, 
and Accident, 


They will serve a term of one year. 


Provident L. & A. Installs 
IBM Processing System 


Provident Life and Accident, Chat- 
tanooga, has received an IBM 1401 Data 
Processing System to augment the oper- 
ation of its IBM 7070 delivered to the 
company last August. The 1401 is an 
independent unit, smaller than the IBM 
7070, and will be used by Provident to 
supplement the operational capacity of 
the larger equipment. 

A compact system, the IBM 1401 con- 
sists of four separate pieces of equip- 
ment. It includes the processing unit, 
which is, itself, a computer; a card read- 
punch machine which reads up to 800 
cards per minute or punches 250 cards 
per minute; a magnetic tape unit and a 
high-speed printer capable of producing 
600 printed lines per minute. 

Provident will use the 1401 primarily to 
edit and print results of its IBM 7070 
computer. The 1401 also will be used for 
smaller programs which are more readily 
adaptable to its capabilities, thereby 
freeing the 7070 for more involved pro- 
ag 2 

Last fall when Provident installed its 
IBM 7070, it replaced two IBM 650 com- 
puters which the company had in use 
for several years. 


director of 
Greenwood, Ja, vice 


and Russell L. 


Frazer, 


Northwestern 
president—underwriting, 
vice president, National Life 


underwriting, 


Wagner, 


$12 Million Equitable Loan 


A $12,500,000 mortgage loan by Equi- 
table Society has made possible the pur- 
chase of a 260-acre tract in Los Angeles 
to be known as Century City, site of the 
former 20th Century-Fox Film movie lot. 
The land was acquired jointly by Webb 
and Knapp, builders, and the Aluminum 
Co. of America. The eo ane gore loan un- 
derwrites a 75-acre tract of the develop- 
ment to be leased back to 20th Century- 
Fox as a film center. Additional financ- 
ing was supplied by the Mellon National 
Bank and Trust Co. 

Negotiations for E “— le’s portion of 
the financing were handled by Ogden 
Johnson, city mortgage vice president, 
with Leon E. Hickman, Alcoa executive 
vice president. 


BROKERAGE MANAGER 

R. Richard Reticker has been appointed 
brokerage manager of the La Salle Street 
branch office of Occidental Life of Cali 
fornia. 

Mr. Reticker, who has been in life in- 
surance in the Chicago area for nine 
years with New York Life, Manufac- 
turers Life, Berkshire Life, end Occi- 
dental, has been assistant manager of 
the Occidental office for the past year. 





Street, New York 38, N. Y. 





SYSTEMS AND PROCEDURES ADMINISTRATOR 


Experienced home office administrator is interested in securing 
—— with a growing life company which has a need for a man to 
ead its systems and procedures development. More than 10 years of 
diversified life office experience from the ground floor to executive 
including heavy experience in systems, procedures and data processing. 
MBA. Age 38. Address: Box 2903, The Eastern Underwriter, 93 Nassau 





Director of Training 


Thomas R. Carey, CLU, for 22 years 
associated with Connecticut Mutual Life, 
has been appointed director of training 
of Standard Insurance of Portland, Ore., 
according to an announcement from R. 
V. Cummins, vice president and director 
of sales. A native of Portland, Mr. Carey 
returns from Spokane after 11 years of 
service as a special agent and general 
agent in that city. Active in alumni af- 
fairs of the University of Portland, 
Mr. Carey was recently recognized as 
the outstanding alumni of University of 
Portland for the past year. 


Commissioners Meeting 


(Continued from Page 1) 


practice which leads to misunderstand- 
ing, violates fundamental insurance 
principles and is not in the public in- 
terest, and 

“BE it further resolved that Insurance 


Commissioners be urged to take ap- 
propriate remedial action.” 
F. Joseph O’Regan, Health Insurance 


Association of America, said his organ- 
ization endorsed the LIAA resolution. 
Among others endorsing position of the 
association were Milton A. Ellis, Metro- 
politan Life; B. M. Anderson, Connecti- 
cut General; Bernard K. Sprung, Equit- 
able Society; Donald S. MacNaughton, 
The Prudential; L. M. Cathles, Jr., Aetna 
Life Affiliated Companies; George E. 
Light, The Travelers. 

Some objections voiced to the no claim 
reserve plan by the speakers endorsing 
LIAA resolution included these: it is 
post funding, selling insurance on credit, 
capable of misrepresentation, against 
public interest, injurious to small com- 
panies. Furthermore, attention was 
called to the fact that the New York and 
Connecticut Departments had _ con- 
demmed the plan. 


Position of Lincoln National 


Allen C. Steere and Thomas Watson 
of Lincoln National sole proponent of 
the plan, urged further study before the 
plan be condemmed by NAIC. They 
characterized it as an Me Ph cape ible 
of stemming the trend toward self-insur- 
ance and a competitive device of merit. 

The subcommittee agreed to give fur- 
ther consideration to the problem and 
to hold another meeting before the June 
meeting of NAIC. 





TO GENERAL BROKERS 
we THE LEE NASHEM AGENCY 
The Major League Agency” 
(Canada Life Assurance Co., Toronto, Canada) 
HAVE YOUR OWN COMPLETE LIFE DEPT.i 
All communications on your letterhead—with 
c opis to you. All phone calls taken at your 
tchboard and relayed to us. Your client 
gets expert service from your own hand 
picked expert. Double your volume with half 
the effort—at no extra cost! 
PHONE US, THIS PLAN WILL MAKE 
MONEY FOR YOU! 
Call us at Oxford 7-2950 








LEE 


NASHEM AGENCY 


110 East 42nd Street 
New York 17, N.Y. 





Security Mutual Appoints 
Roberts at 342 Madison 


Security Mutual Life, 
N. Y., has announced the appointment of 
Sidney S. Roberts as general ag 
offices at 342 Madison 
York. 

Mr. Roberts, a native New Yorker, 
played professional baseball, having 
pitched for farm teams of the New York 
Giants and the Brooklyn Dodgers. His 
baseball career ended when he joined the 
Army in 1942. Discharged in 1945 he 
entered life insurance and established 
some outstanding sales records. He was 
named division manager of Prudential’s 
Manhattan Agency, and five years later 
he joined New England Life’s Huppeler 
Agency as associate general agent 


3inghamton, 


ent with 
Avenue, New 


He is a member of the teaching faculty 
of the New York City Life Underwriters 
Association. 


Name Nitzsche in Denver 
Frank J. Carey, chief 
Employers’ Group of 


executive of The 
Insurance Com- 


panies, recently ——— d the appoint- 
ment of Willian E. Nitzsche as manager 
in Denver, for T he "ra yloyers’ Life 


America. 

Mr. Nitzsche entered the business with 
Connecticut General Life in 1957 as an 
agent in Chicago. In 1958, he became 
brokerage consultant in one of the Con- 
necticut General’s large Chicses offices. 
He is a of Wisconsin, a graduate 
of Lawrence College and served in the 
Marine Corps from 1946 to 1948. 





LIFE AGENCY DIRECTOR 
$20,000 


A long established and rapidly ex- 
panding eastern company needs 
a top caliber individual with a 
thorough combination knowledge. 
Will head Ordinary Sales Dept. 
Home Office experience is not 
mandatory but must have man- 
agerial background and proven 
record of sales. Challenging oppor- 
tunity for the right man. 


Refer to Job +E-406 





A&H SALES MANAGER 
$15,000 


One of Chicago area's most 
progressive A&H leaders needs 
man to assume role of national 
sales director. Will have strong 
sales promotional help. 


Refer to Job +E-407 





PENSION CONSULTANT 
$9,000 


A young man with a strong sales 
ability, is wanted by large and 
aggressive midwestern company. 
To step into supervisory spot 
Pension Department. 


Refer to Job +E-408 





330 S. Wells St. 





Send for our free brochure, How We Operate. No obligation to register. 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 
HArrison 7-9040 


Chicago 4, Illinois 





LIFE AGENCY DIRECTOR 
$20,000 


A prime opening in one of the 
east's largest and most aggressive 
companies for a young individual 
with a good sales background. Will 
recruit, travel, and supervise Agen- 
cies and handle special projects. 


Ample room for growth. 


Refer to Job +E-409 
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Name Lester A. Rosen As 
1962 Chairman of MDRT 


LONG A UNION CENTRAL STAR 


D. H. Coakley Nominated Vice Chair- 


man; Iram Brewster on Executive 
Committee 
Lester A. Rosen, an agent of Union 


and vice chair- 
man of the 1960 Million Dollar Round 
Table, has been nominated for chair- 
man of the 1962 Round Table. He will 
succeed James B, Irvine, Jr., Chattanooga 


Central Life in Memphis, 


general agent, National Life of Vermont, 
who will continue to serve on executive 
committee after the new administration 
takes over on November 1. 

There is always special interest in the 
new men added to the executive com- 
mittee since in the normal progression he 
becomes chairman three years later. For 
the 1962 Round Table Iram Brewster, 
associate manager, Phoenix Mutual Life, 
Pittsburgh, has been nominated a mem- 
ber of the executive committee. 

Daniel H. Coakley, a New York Life 
agent in Boston, now serving his second 
term on the executive committee, has 
been nominated for vice chairman. The 
election will take place during the an- 
nual meeting of the Round Table, June 
25-29, at Americana Hotel, Bal Harbour, 
Fla 

Career of Lester A. Rosen 


Mr. Rosen,-who has three children, 
entered insurance in 1933 with Union 
Central Life in New York City, follow- 
ing graduation from Wharton School, 
University of Pennsylvania, with a B.S. 
degree in economics. He has qualified for 
MDRT for 16 years 





LESTER A. ROSEN 


writers Association and Tennessee State 
Association of Life Underwriters. He 
instructed pilot Life Underwriter Train- 
ing Council courses in Memphis in 1948 
and 1949. He is co-chairman of the 
Memphis Chapter of the National Con- 
ference of Christians and Jews. 


Career of Iram Brewster 


Mr. Brewster entered life business in 
1937 ; been a member of MDRT 
continuously since 1950. He has lead 
the Pittsburgh agency of Phoenix con- 
tinuously for the last 10 years and a 
member of the Phoenix Mutual Million 
Dollar Club for 12 consecutive years. He 


has 











AGENCY SUPERVISOR 
WANTED 


One of New York City's fastest growing general 
agencies for a large prestige mutual company (home 
office in New England), is now ready for an agency 
supervisor. Only life insurance sales experience and 
conviction about your own supervisory potential to re- 
cruit, train and inspire men are prerequisites. 

SEND RESUME AND OTHER QUALIFICATIONS 
CONFIDENTIALLY TO 
Box 2905 


The Eastern Underwriter 
93 Nassau Street, New York 38, N. Y. 











men Award and was recently honored 
by his company for having completed 
more than 1,000 weeks of consecutive 
weekly production, starting 
first week in the business. 
A member of the Pittsburgh Life & 


Trust Council, the local life underwriters 


from his 


association and the P ennsylvania Leaders 


Round Table Mr. Brewster is also very 
active in other civic and community af- 
fairs. He is a past president of the 
Men’s Duck Pin Bowling League of the 
Pittsburgh Athletic Association, His 
reputation in various fields of executive 
compensation and business life insurance 
is national. 

Announced as nominees for MDRT 
Foundation are Adon N. Smith, II, 
Northwestern Mutual, Charlotte, N. C.; 
Robert S. Albritton, Provident Mutual, 


Bernard V. Cole Dies 


Bernard V. Cole, manager of one of 
Mutual Of New York’s Detroit agencies, 
died Saturday, April 15, of a heart attack. 

Mr. Cole joined MONY as a field un- 
derwriter in Detroit in 1955. He became 
assistant manager if 1957, and was 
promoted to the company’s home office 


for managerial training in June, 1960. 
He was named manager in Detroit, 
March 1 


He is survived by his wife and eight 
children. 





Goldman, Northwestern Mutual, Rich- 
mond; Philip F. Howerton, Py ant gary 
Mutual, Charlotte, N. C.; Edward J. 


Mintz, New York Life, Salinas, Cal. and 










































_He is a past president of Memphis received the Sales Executive Club of Los Angeles; William D. Davidson, J. Renwick Montgomery, Phoenix Mu- 
CLU Chapter, Memphis Life Under- New York Distinguished Sales Achieve- Equitable Society, Chicago; Howard D. — tual, Philadelphia. 
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Public Relations Officer 


W. A. NEVILLE 


The Great-West Life of Winnipeg 
has appointed W. A. Neville, formerly 


assistant secretary, as public relations 
officer. He will continue to administer 
the company’s advertising and public re- 
lations functions, under the direction of 
k. O. A. Hunter, secretary. 

A 1938 Bachelor of Arts graduate of 
Queen’s University, Kingston, Ontario, 
Mr. Neville took post-graduate work in 
advertising and merchandising at New 
York University the following years. 

Mr. Neville joined Great-West Life in 
1947 and was appointed advertising man- 
ager the same year. He was appointed 
assistant secretary in 1955 and, in addi- 
tion to administering the company’s ad- 
vertising, assumed broader responsibili- 
ties in public, policyholder, and staff re- 
lations as head of a newly-formed public 
relations department. 

Mr. Neville is currently serving a two- 
year term on the executive committee of 
Life Insurance Advertisers Association. 
He was the 1958 LAA annual meeting 
chairman. In 1953 he was elected chair- 
man of the Advertisers’ Section of the 


Canadian Life Insurance Officers Asso- 
ciation for a two-year term. He is also 
active in the public relations field in 


Canada, having served on the National 
Council of the Canadian Public Relations 
Society, 1900-61 and as president of the 
M: anitoba Chapter, C.P.R.S. 1959-60. 


Forms Control Manual 
Published by LOMA 


“Forms Control Manual,” a guide to 
the development and preparation of 
forms, has been published by Life Office 


Management Association. The report 
was submitted by Kenneth F. McCreery, 
assistant secretary, Aetna Life, a mem- 


ber of the Association’s Eastern planning 
committee. 

The manual was written as a guide to 
those individuals responsible for the 
development of company forms and the 
procedures about which they revolve. 
Its purpose is to outline the program 
and establish standards that will insure 
uniformity and simplification in record- 
ing, transmitting, reporting, and other 
processing of data throughout a life in- 
surance company. 

The 23- page report, which contains 
illustrations of various types of forms, 
is divided into ‘six major sections: Forms 
control program, services available, forms 
specification standards, forms design 
standards, specialty forms, and ordering 
procedures. 

Copies of “Forms Control Manual” 
have been distributed to LOMA member 
companies. Additional copies of the re- 
port are available at the association office 
at the cost of $1.50 to members and $3 
to nonmembers, plus postage and han- 
dling. 


Passes $3 Billion Mark 


Provident Life & Accident passed the 
$3 billion mark in life insurance in 
force recently, President Robert L. Mac- 
lellan has announced. 

Provident life insurance in force at the 
end of 1960 was $2,864,221,539. In ad- 
dition to the life insurance growth, 
Provident made substantial gains during 
the first quarter in all the company’s 
health insurance lines. 


Mr. Maclellan pointed out that Provi- 
dent began writing life insurance in 1917, 


Drexel Hill Manager 


Martin J. Kunberger has been ap- 
pointed manager for Franklin Life at 
Drexell Hill, Pa. He had served for five 
years as assistant manager for Metro- 
politan Life. 





some 30 years after the company was 
organized. The $100 million mark was 
reached in March, 1937, 20 years later. 
In December, 1952, the total had grown 
to $1 billion. The two billion dollars of 
additional life insurance has been added 
since .that date. 





Honolulu General Agent 


Connecticut Mutual Life has appointed 


Wilfred M. Mita as general agent at 
Honolulu succeeding Harry B. Mathew- 


son who has resigned. 
Mr. Mita 


career in 1952 


insurance 
as an examiner with the 


began his life 


Hawaii Insurance Commissioner’s office 
and later became manager and part 
owner of the Royal Insurance Agency 


Honolulu for 
Massachusetts Mutual Life. Previously 
he was associate business manager in 
Honolulu for the Canada Life. 


Ltd., general agency in 









Decreasing Term 


With All The Advantages 


Not just a few, but all the advantages come with Occidental’s 


Income Protection Plan. This plan, best selling one in 
our ratebook, provides: 


FLEXIBILITY: May be written for any period from 10 to 50 
years. Issued as policy or rider. Payable as monthly 
income or in a lump sum. 


CONVERTIBILITY: All the way to age 65 for fw// amount then 
at risk. No evidence of insurability required. 


LOW COsT: At age 30, a yearly premium of $150.25 will buy 
$250 a month for 20 years from date of issue; 
$47,400 initial commuted value. 


EXTRA FEATURES: We'll add disability income and accident 
indemnity clauses, and issue it substandard. 


TOP COMMISSIONS: When the initial amount is $20,000 or 
more, we pay our top commissions! ( Average size policy 
last year ~ $26,007.) 


Each of these advantages is important. Occidental’s Income 
Protection Plan offers them all! 


O C C I D E NTAL LI FE Insurance Company of California 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


Home Office: 


Los Angeles/ Earl Clark, C.L.U., 


Vice President 


We pay Lifetime Renewals...they last as long as you do! 





Page 10 











April 28, 1961 





Made Asst. Vice President 


FRANCIS L. COOPER 


Promotion of Francis L. Cooper to as- 
sistant vice president in the public rela- 
tions department of New York Life was 
chair- 
Mr. 


been director of adver- 


Clarence J. Myers, 


board 


announced by 


man of the and president. 


Cooper, who has 
tising, will retain that responsibility and 
also will Vice John M 
K. Abbott in the administration of the 
department 


President 


assist 


Mr. Cooper joined New York Life in 
1946 and has been active in many phases 
of the company’s public relations pro- 
gram. His duties before becoming direc 

r advertising included press rela- 


tions 


and service as 
relations. 


advisor on employe 
of University of Minnesota, 
on newspapers in Minneapolis 
Minn., before joining 
He served with the 
World War II and 
and is a lieutenant 
-olonel in the Marine Corps Reserve 
Mr. Cooper is a member of Life Insur- 
ance Advert Association, Public Re- 
lations Society of America, Advertising 
Club of New York and has served as 
chairman of the E Table of 


( astern Round 
LAA and its national exhibits committee. 


\ graduate 
he worked 
Rochester, 


York 





the Korean 


isers 


C. L. McPherson to Retire 


C.. Lowell McPherson, director of 
public relations and sales promotion of 


Mi; assachusetts Mutual Life, will retire 
from the company on June 1 after 14 
years of service. He will complete ac- 


tive servi ice with the company on April 28 
and be on vacation during May. 

A native of Buffalo 
World War I, Mr. McPherson is a 
raduate of Hiram, Ohio College and 
olds a master’s degree in English from 
Columbia University. Before going to 
Massachusetts Mutual, he was dean of 
Lynchburg College, V a., general agent 
for another major life company in 
Charleston, W. Va., associate director 
f the life insurance marketing course 

Purdue Univeristy, and director of 
similar courses at Texas Christian Uni- 
versity and University of Connecticut 

He joined the Massachusetts Mutual 
as a training consultant in 1947, was 
named director of training in 1950 and 
director of sales prom tion in 1958. In 
June, 1959, he was appointed director of 
public relations and sales promotion and 
became a senior officer of the company 
at that time. He assisted Second Vice 
President Rol pert J. Ardisc mn in the direc- 
tion of all of the company’s public rela- 
tions, adverti ising and sales promotion 
functions, field recognition programs, 
functions, field recognition programs, sales 
conferences, meetings, and publications. 


and a veteran of 


i 











Mass. Mutual Group Meeting 

The 
surance field personnel of Massachusetts 
Mutual Life will be held at the Key 
Biscayne, Miami, Fla., May 2-5. More 
than 100 are expected to attend 

The main speakers will be Executive 
Vice President Charles H. Schaaff, CLU, 
Vice President Charles G. Hill, Director 
of Group Sales Bernhard F. Kalb, CLU, 
and Earl C. Jordan, company general 
agent in Chicago and president of Mass- 
achussets Mutual General \sso 
ciation. A series of seminars has been 
scheduled on sales techniques, merchan- 
dising aids, and new developments in the 
Group field. A number of individual 
awards for oustanding accomplishments 
in 1960 will be presented 


annual conference of Group in- 


Agents 


Linder, Parsons Leadership 

In an article relative to production 
leadership of Travelers life agents pub 
lished in The Eastern Underwriter the 
statement was made that Maurice Linder 
of New York City had led all Travelers 
agents in field of production of life in- 
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AT HIS FINE RESTAURANTS 


23 PARK ROW 213 PEARL STREET 
Near Ane St., N. Y. Near Maiden Lane, N. Y 
Phone: WOrth 2-2514 Phone: Digby 4-2348 
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Continental Assurance Company 
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there has been close competition for 
rravelers leadership between Mr. Linder 
and Harold S. Parsons of Los Angeles. 
The accurate figures are these: 

Mr. Linder has been Travelers produc- 
tion leader among its agents 14 out of 





surance 13 out of 19 years. the 29 years and Mr. Parsons 12 times 
During the span of almost 30 years” in that period 
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rae PREFERRED PROTECTOR 


This well-established, permanent Preferred Protector policy 
($10,000 minimum) is currently the best-selling contract in 


our portfolio. 


Why? A great deal of the answer is provided by Planned 
Living—State Mutual’s better approach to sales. Planned Living 
leads the way to a quick response for any one of our products — 
shows where each individual product fits into our portfolio. 


Planned Living is a precisely plotted sales approach — so flex- 
ible it can be used in every life insurance presentation from the 
simple package to estate analysis. And it doesn’t disturb your 


present selling methods. 


By gearing all of State Mutual’s life 
and health plans to four planning areas, 


Planned Living 


quickly points up the right products for each specific need. 


Thus, goods (like the Preferred Protector) are being moved 
more quickly, with more confidence and with greater skill than 
was ever before possible. To learn more about Planned Living 
or the Preferred Protector, see your nearest State Mutual office 
or write us here in Worcester, Massachusetts. 


OS, 


STATE MUTUAL 
OF AMERICA 


State Mutual Life Assurance Company of America, Worcester, Massachusetts 





HEARD On The WAY 











Always there is considerable interest 
in the insurance industry as to the win- 
ners in the Saturday Review advertising 
awards which have been made for nine 
years. The award winners are selected 
for Saturday Review by a committee 
consisting of leaders in advertising, pub- 
lic relations, communications and educa- 
tional spheres. In all, 23 business or- 
ganizations were given the principal 
awards. Among the 23 are three insur- 
ance companies. Listed alphabetically, 
with names of their advertising agencies, 
they are: 

John Hancock—McCann Erickson, Inc. 

Metropolitan Life—Young & Rubicam, 

Inc. 

New York Life—Compton Advertising. 

As a leading example of public service 
advertising the award judges named the 


“Vote” advertising of Metropolitan Life 
urging U. S. citizens, on a non-partisan 
basis, to turn out at the polls last No- 


and cast an informed, intelligent 
The advertisement printed i in red, 


vember 
ballot. 


white and blue colors indicated that 
only 60.4% of American voters went to 


the polls in the 1956 election, for instance. 

The New York Life and International 
Paper Co. tied for first place “in public 
interest” advertising in 1960. The award 
for the New York Life was based on its 
series of advertisements, some of them 
covering two pages, explaining the career 
opportunities offered young people in 
changing America. 

The particular advertisement of New 
York Life printed in the issue of Satur- 
day Review announcing the awards had 
to do with the attraction of pursuing a 
career as physicist. 

John Hancock’s public relations ad- 
vertisements were those featuringg such 
notable Americans as Walter Reed, the 
Army doctor after whom the Walter 
Reed Army Hospital in the Washington, 
D. C. area was named; and General 
“Billy” Mitchell, an early, consistent and 
battling protagonist of military aviation. 

Nationwide of Columbus, Ohio, re- 
ceived a favorable mention. 

The New York Life’s career program, 
which began in 1953, has won Saturday 


Review awards for cight consecutive 
years. At a meeting last week of Amer- 
ican Association of Advertising Agen- 
cies, Inc, the Fourth Annual Arthur 
Kudner Award “for excellence in cre- 
ative writing for institutional advertis- 
ing’ was presented to Richard Shoch, 


Compton’s advertising creative director 
for the New York Life Career series. 
The Kudner award is given each year by 
the Arthur Kudner Foundation for “ad- 
vertising designed to win greater respect 
or liking for the advertiser’s organiza- 
tion rather than directly to sell the ad- 
vertiser’s product or service.” Mr. Shoch 
won the award for the advertisement 
called “Should Your Child be a For- 
ester?” Through this “career” series of 
ads New York Life has distributed free 
of charge nearly 40 million reprints of 
the 45 ads in the series. 

Uncle Francis 
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thinking 
about 
your future? 


Back of 

Your Independence 
Stands 

The PENN MUTUAL 


e 





When they are ready to “go places,” many young men 
think of a future with The Penn Mutual. Penn Mutual opportunities go to Penn Mutual men, and the Company follows 
the principle that the success of its underwriters is the success of The Penn Mutual. Specialized training and educational 
programs increase their effectiveness in all phases of life insurance selling, and they can choose a career in the field 


which interests them most. 


THE PENN MUTUAL LIFE INSURANCE COMPANY (eee ence. cuane, priavevenia 
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NALU’s Nat’! Council Takes Action 
On Committee Reports at Ft. Lauderdale 


By Wat ace L. Ciapp 


No controversial flareups marred the 
deliberations last week at Fort Lauder- 
dale, Fla. of the National Council of Na- 
tional Association of Life Underwriters 
This important body, composed of dedi- 
cated life underwriters, worked diligently 
for three days and accomplished encour- 
aging results. On the third day with 
President William E. North, CLU, Evan- 
ston, Ill. New York Life, general manager, 
presiding, action was taken on NALU 
committee reports and the stage was set 


for the annual meeting of the associa- 
tion next September in Denver, Colo 
One of the decisions which will be 


reached in Denver will be on individual 
members’ dues. Louis J. Grayson, CLA, 
in reporting as chairman of the member- 
ship dues structure committee, recom- 
mended an increase of $2, effective Jan- 


ary 1, 1962, with the feats proviso that 
NALU’s board of trustees authorize a 
further increase of $1 after January 1, 
1964. 

Mr. Grayson said that every report on 


dues made 
stressed the 
or later. As of last 
anticipated a deficit of $45,000 for the 
1960-61 fiscal year. “However,” Mr. Gray- 
son remarked, “I don’t believe that our 
deficit will be $45,000 but it looks as 
though we will still show a ‘red’ figure.” 
He went on to say that NALU is at a 
turning point in its history. “If we want 


over the past few years has 
need for larger dues sooner 


September NALU 


to go ahead we will have to spend 
money.” 
Among other things, the association 


needs to strengthen its legal department. 
Up to now this work has been done by 


only four staff people including two 
lawyers. “We also hope,” Mr. Grayson 
said, to establish regional liaison men 
to help NALU members in the field 
solve local problems. Furthermore, the 
all-out campaign against Sen. Russell 


Long’s bill (S.977) to reopen the sale of 
National Service Life insurance to over 
14 million veterans, must be continued 
and it will require money.” 

At the conclusion of his report Mr 
Grayson was commended by President 
North for “his tremendous job.” 


Outside U. S. 


National Council approval was given 


Membership for Assns. 


to the recommendation by Philip A. 
Hoche, CLU, Kansas City Life, Orlando, 
(NALU membership chairman) that the 
NALU open the door to associations out- 
side of the United States which seek 
affiliation with the National Association 
This is on the basis that NALU services 
can be extended to the “outside” local 
group on the reasonable expectation that 
the affiliation would be mutually bene- 
ficial. The specific case was that of 
Nassau in the Bahams where therc 


are 97 life underwriters waiting to join 


NALU 
S. S. Committee Gets $2,500 for 
“Research” 

The report made by Albert C. Adams, 
retired John Hancock manager, Phila 
lelphia, as chairman of NALU’s social 
security committee, received long and 
thorough attention from the National 
Council. NALU has been irritated by 
the “great misunderstanding” as to the 
true nature and purpose of the govern- 
ment’s Social Security program 1. mem 
bers of Congress, writers and other 
thought leaders in the U. S. “The vast 
najority of these people,” said Mr 


Adams, “still hold, and frequently spread, 
the completely false beliefs that Social 
Security is identical or virtually indenti- 
cal to private life insurance and 
annuity plans; that Social Secur- 
ity taxes are ‘premiums’; that —? 
cial Security benefits are ‘bought and paid 
for’ by the taxes paid by covered indi- 
viduals and their employes.” 

In an attempt to dispel these miscon- 


ceptions Mr. Adams’ committee distrib- 
uted to all NALU state associations two 
pieces of literature—an article, “Social 
Security Challenges” by Ray M. Peter- 
son, Equitable Society’s vice president- 
associate actuary, and a column entitled 
“It Isn’t Insurance” by Morley Cassidy, 
a reprint from the Philadelphia Evening 
Bulletin of last September 19. 

However, Mr. Adams did not feel that 
such dissemination was enough. So he 
recommended to the National Council that 
a sum up to $2.500 be authorized to de- 
fray the cost of “research” on the “mis- 
use of insurance terminalogy” by the 
J. S. Department of Health, Education 
and Welfare. He further sought per- 
mission to bring suit against this Fed- 
eral agency. 

The National Council approved the 
$2,500 proposal but took no action on 
the proposed suit. 


To Continue Fight Against S. S. 
Liberalization 


National Council’s continued endorse- 
ment was given to NALU’s opposition to 
President Kennedy's five-point program 
for liberalizing Social Security as em- 
bodied in H.R. 4571. Mr. Adams said his 
committee will continue to wage an all 
“grass roots” fight against this program 
as well as to oppose vigorously the Ken- 
nedy health care proposal (H.R. 4222) 
which would provide health care for the 
aged under the S. S. system. At the 
same time encouragement will be given 
to the NALU’s state law and legislation 
committee endeavors to achieve necessary 
state action to implement the Federal- 
state program of health care for the 
aged as provided under the Kerr-Mills 
act (Public Law 86-778). 

Frank G. McNamara, Old Line Life, 
Waukesha, Wis., in reporting as chair- 
man of the committee on state law and 
legislation, said that 37 states have al- 
ready enacted the enabling legislation 
required under the Kerr-Mills act to 
set up this Federal-state old age assist- 
ance program for those senior citizens 
who really need it. In calling upon NALU 
state associations to cooperate in this 
program Mr. McNamara said: 

“It is through such implementing legis 
lation that we can most successfully com- 
bat the enactment of Forand-type legis 
lation which would provide medical care 
to all S. S. eligibles over 65 whether or 
not they are in need of funds for medical 
mre... 

To Accelerate Group Ins. Committee’s 


Program 
National 


was also 
Chairman 
(Provident 


Council approval 
given to Group Insurance 
Spencer L. McCarty, CLU, 
Mutual Life in Albany, N. Y.) to proceed 
“with all possible haste” with employ- 
ment of professional personnel so as to 
undertake a survey of association group 
insurance, including wholesale and fran- 
chise, where the individual pays the en 
tire premium 

This will be an objective survey which 
has no predetermined goal. The Group 
committee will attempt to find out, oncx 
and for all, whether association group 
is in the public interest or has the com- 
petitive advantages claimed for it. The 
NALU, it was emphasized, is approach- 
ing this project with an open mind. 

In considering the report by R. Edwin 
Wood, CLU, San Francisco (Phoenix 
Mutual Life) as chairman, committee on 
field practices, the National Council con- 
sensus was that replacements, twisting, 
misrepresentation, rebating, etc. was one 
of the biggest problems faced by the life 
insurance industry. Well aware of the 
fact that such practices are prevalent, 


usually indulged in by unethical agents, 
the Council gave its continued support to 
the work of Mr. Wood’s committee. His 
report, which indicated progress in ob- 





taining a clearer definition of the terms 


defamation, misrepresentation, rebating, 
replacement, was received with com- 
mendation. A first draft of a new book- 
let, “Beware: The Twister,” has been 
completed and was well received by com- 
mittee members at Fort Lauderdale. 


Political Education and Participation 


Well received was the report by Wil- 
liam J. Mack, CLU, Northwestern Mu- 
tual Life, Cincinnati, for the committee 
on political education and participation 
of which he is chairman. He brought out: 
“Tt is important that NALU does its part 
to stimulate increased participation in the 


country’s political affairs. The U. S. 
Chamber of Commerce ‘Action Course in 
Practical Politics’ lends itself to our 


needs and our goals. Thus, we encour- 
age each of NALU’s affiliated local asso- 
ciations to organize such a_ group- 
either as a sponsoring unit or in con- 
junction with other interested parties in 
the community. 

“We advocate a program to combat po- 
litical apathy, but on a_ non-partisan 
basis. We will not endorse any candi- 
date or political party, but we are dedi- 
cated to advancement of political edu- 
cation. 

“We feel that such dedication to a 
grass-roots effort will do more to create 
more effective and more responsible gov- 
ernment than scores of speeches and 
articles, and our example may serve to 
stimulate other groups in the community 
to also become better-informed citizens.” 
Mr. Mack acknowledged with much ap- 
preciation the encouragement received 
from Bruce Palmer, president, Mutual 
Benefit Life, who heads the U. S. Cham- 
ber’s committee on political education 
and participation. 

Mr. Mack in closing his report ex- 
pressed thanks to Marvin A. Kobel, 
NALU public relations director “for 
his generous help to the political educa- 
tion and participation committee. He 
also gave recognition to Metropolitan 
Life’s recent page ad in national maga- 
zines on voter turnout in various coun- 
ties. This showed that in last Novem- 
ber’s presidential election only 67% of 
the registered voters went to the polls, 
a lower percentage than in some foreign 
countries. 


NALU Public Relations Activities 


The public relations report, submitted 
by Chairman William S. Hendley, Jr., 
Mutual Of New York, W ashington, 
D. C., centered attention on two signifi - 
cant events which, he said, “have a direct 
relationship to the public relations pol- 
icies and practices of life underwriter 
associations and their individual mem- 


bers. These are (1) the widely-discussed 
address by Blake T. Newton, Jr., execu- 
tive vice president of Institute of Life 
Insurance, given at LIAMA’s 1960 an- 


nui il meeting, in which he declared that: 

‘the life insurance business has expected 
too much of the agent in building favor- 
able public attitudes toward life insur 
ance.” Mr. Newton made four specific sug- 
gestions, considered most valuable by 
Mr. Hendley, on how companies can im- 
prove the public relationships of life in- 
surance. 

Second event of the past year was the 
joint public opinion study by LIAMA 
and LUTC which, Mr. Hendley noted 
has vital merchandising and training im- 
plications and “is an exceedingly impor- 
tant guide for public relations prac- 
tices.” He commended volume one of 
this study to all persons involved in na- 


tional, state and local association public 
relations. 

Overall, Mr. Hendley declared that 
NAI X's Public Service award program 


“continues to be one of our prime devices 
for doing a good job and getting credit 
for it 

The National Council’s _ treasurer, 
David M. Blumberg, put on the record 
a resolution of appreciation to all those 
who contributed to the success of this 
midyear meeing at Fort Lauderdale. He 
also submitted for later action by NA- 
LU’s board of trustees two proposed 
resolutions: (1) Recognition to Max 
Hoffman, long-time NALU executive, 
who is retiring, and to Taylor Bigbie, 


Return to Fundamentals 
Advises Ellen M. Putnam 


In selling life insurance you are deal- 
ing with people, not things, Ellen M. 
Putnam, CLU, National Life of Vermont, 
Rochester, said in her talk before the 
sales congress of the Broward <Associa- 
tion of Life Underwriters at the recent 
mid-year meeting of NALU at Fort 
Lauderdale, Florida. We should return 
to some of the fundamentals which built 
the great institution of life insurance, 
Miss Putnam said, and determine what 
people want. “Most men,” she said, 
“want a six point program: 1. Cash for 
estate expenses and to pay off the mort- 
gage. 2. Income during the dependency 
of the children. A mother’s time is the 
most precious gift a father can leave 
his children. 3. Most men want funds 
for education. They want their children 
to have as good as, if not a better, edu- 
cation than they themselves had. 4. They 
want a life income for mother after the 
children are educated and on their own. 
5. They want income if disabled. 6. They 
want income for the retirement years 
which are getting longer.” 

Miss Putnam advised her fellow un- 
derwriters to “forget the gimmicks and 
sell cash value life insurance which has 
come through wars and depressions, has 
stood the test of time, appeals to the 
best in people, love of family, unsel- 
fishness and a sense pf responsibility to 
society. There is no substitute for life 
insurance for individual, family and busi- 
ness needs and no substitute for cash 
value life insurance. Life insurance does 
what no other property can do, creates 
the estate at once and allows it to be 
paid for in installments, convenient to 
the buyer. Life insurance completes it- 
self in event of premature death or dis- 
ability, is guaranteed as to principal and 
interest, has a guaranteed loan value with 
loan repayable at the convenience of the 
borrower and not at the convenience of 
the lender, has a guaranteed resale value. 
It is the only property which has this 
characteristic.” 


J. W. Glynn Heads LOMA 


Nominating Committee 

A five-man nominating committee 
headed by Joseph W. Glynn, vice pres- 
ident and comptroller, Continental As- 
surance, has been appointed by asso- 
ciation president Merrill R. Tabor, first 
vice president, Berkshire Life. The com- 
mittee will present nominations for offi- 
cers and directors for the coming asso- 
ciation year at the annual business meet- 
ing, to be held during LOMA’s “ il 
conference in Washington, D. C., Sep- 
tember 26. 

Others on the committee include Dan- 
icl L. Hurson, FLMI1, second vice pres- 
ident, Acacia Mutual; Everett H. Lane, 
president, Boston Mutual, and a LOMA 
past president; Jack H. Quaritius, execu- 
tive vice pre sident, Peninsular Life; and 
John C. Timmermann, vice president, 
personal life insurance, Metropolitan. 

\ president, first vice president and 
second vice president will be elected at 
the annual business meeting. Three di- 
reactors, each to serve three-year terms, 
will also be elected to replace Mr. Tim 
mermann; Herbert G. Bartholdi, FLM1, 
second vice president and comptroller, 
Minnesota Mutual; and Sterling T. 
Tooker, vice president, Travelers. 


N. AL U st alt aiid whose re sign: ition, 
effective May 1, was recorded in our 
April 21 issue. 


In turn, President North expressed 
to Lester Schriver, NALU executive vice 
president, who retires December 31, the 


association’s gratitude for outstanding 
service, guidance and counsel. Mr. North 
asked for all members of NALU’s staff 
to stand and then paid tribute to them. 

Finally, Mr. Schriver divulged to the 
National Council his current search for 
items and pictures having to do with 
NALU’s history. He urged that any such 
data turned up (he received three items 
at Fort Lauderdale) should be sent to 
him. “Some day we'll have a place in 
national headquarters for these ‘mem- 
ories of the past.’” 
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THE 


OF BOB TIFFANY 
IN N 
ABILENE, 
TEXAS 


Robert J. Tiffany, CLU., a million-dollar producer in an plished pianists. Although Bob works out of the Martin 
area of 90,000, has an accomplished family, too. Billy, 15, Agency in Fort Worth, his heart belongs to Abilene. He was 


is varsity tackle at Cooper High. Jerry, 17, is varsity catcher Committee Chairman of Abilene’s recent Diamond Jubilee. 
at Abilene High. Julie, 8, and mother Clarine are accom- And also served as Director in the Chamber of Commerce. 


Oil Man: For ten years 
Bob served as Sec’y- 
Treas. of West Central 
Texas Oil and Gas As- 
sociation. J. C. Hunter, 
Jr. (center) and Jim 
: Lauderdale are past- 

aw + presidents. 
He teaches the 
adult couples class 














Also is chairman of 
Annual Estate Plan- 
ning Conference—as he 
has been since 1957 
when it began. With 
him are R.L.McMillon, 
V.P. of NALU; Dr. 
Davis W. Gregg, Pres. 
of American College of 


‘2 
” ee 





at First Presbyterian 
Church, where the 
whole family sings 
in the choir. 





And he sandwiches 
a lot of selling in 
between his civic 
activities. Here he 
hands his potent sig- 
nature-pen to Ben 
Barbee, Division 
President of Ander- 
son-Clayton Co. 





Life Underwriters, and 
Dr. Arthur E. Upgren, 
economist. 


Served on City Com- 
mission for two years. 
Here, as chairman of a 
Chamber of Com- 
merce committee, he 
talks to Tom Leeth, 
left, executive of U.S. 
Time Corp.; Briggs 
Todd, Pres. of First 
State Bank; and E. A. 
Wells, Superintendent 
of Schools. 








A Man’s Prestige somehow goes hand in hand with the 
prestige of the company he represents. This is why Bob is proud 
to be a life underwriter for Equitable. It’s a full life. And a 
rewarding one. Living Insurance is more than a need 
..-it is a career! 


tHe HQUITABLE 


Life Assurance Society of the United States 
Home Office: 393 Seventh Ave., New York 1, N.Y. 


Tune in The Equitable’s Our American Heritace, Saturday, May 13, NBC-TV 
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Insurers Conference Head 


Fabian Bachrach 
PHILLIPS 


, president of Equi 
-e Co. of Washington, 
D. C., was elected presi r tl if 





lent of the Life 
Insurers Conference at its meeting at 


week. 


Graduate George Washington Uni- 
versity Law School from which he has 
LL.B. and LL.M. degrees, Mr. Phillips 
enteres le service [ Equitable Life 

Washington, D. C. in 1922, held 
positions before he 


lent in 1948 
C many organ- 
affairs. He is presi- 
Fund for 
a, Was general chair- 
campaign; he is a 
and member of the executive 
he Bank of Commerce and 
ity Council; First 


+3. in 
Ve n 


ted Givers 





committee of the 


vice 








president and a director of the Washing- 
ton Kiwanis Club; second vice president 
of the ‘tropolitan Washington Board 
f Tr director of Terminal Com- 
nittee, In and American Savings 
and Loan Association. He ts a member 
f the University Club, the Arts Club of 
Washington, and serves on the board of 
governors of the Congressional Country 
Club 


Colonial Anniversaries 


Five employes of Colonial Life of 
America, with a total of 160 years of 
continuous service, were honored at a 


recent Spinners Society luncheon in East 


Orange. The Spinners Society is a Col 
nial Life employe organization of active 
and inactive members with a minimum 
of 25 years service 

The five employes honored at the 


luncheon were Franklin B. Muller, comp 
troller; Jean M. Mastres, debit policy 
underwriting department; Ethel Nolan, 
supervisor, debit policy payments depart- 
ment; Ruth Caddock, debit policy depart- 
ment; and Harry W. Ri 
the presi lent 
President Richard B. Evans presented 
Government Bond awards to Mr. Muller, 
Miss Mastres and Mrs. Nolan, who 
marked 35th anniversaries, Miss Caddock 
with 30 years of service was presented 
with a wrist watch, while Mr. Rice be- 
came eligible for membership in the Spin- 
Society on the f hi 
25th anniversary. 


O’TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 


Rice, assistant to 


ners occasion of his 














Joins New CLU Department 
Of Continuing Education 


Joseph M. Belth, who will complete his 
graduate studies at the University of 
Pennsylvania in June, has been appointed 
assistant director of the new department 
of continuing education of the American 
Society of Chartered Life Underwriters 
and American College of Life Under- 
writers. Paul S. Mills, CLU, managing 
director of the 
administrative new 
department, announced that Mr. Belth 


staffs this 


American Society and 


supervisor of the 


joined the Society and College 
April. 
As assistant Mr. 


sponsible for developing and expanding 


director Belth is re- 
the continuing education department 
based on recommendations of the Soci- 
ety’s and College’s joint committee on 
continuing education under the chair- 
manship of Paul A. Norton, CLU, vice 
president, New York Life. This program 
now includes the CLU Institutes; and 
eventually it will include national semi- 
nars, short courses for Chartered Life 
Underwriters and a wide range of study 
materials. The department of continuing 
education will put the proposed programs 
into effect and will continually seek ways 
through which CLUs may further their 
insurance education. 

Mr. Belth, a native of Syracuse, New 
York, graduated summa cum laude from 
Syracuse University in 1958. Before do- 
ing graduate work at the University of 
Pennsylvania under a Huebner Founda- 
tion Fellowship, he was a life under- 
writer in Syracuse for four years. He 
was also a commissioned officer in the 
New York National Guard 

Mr. Belth has 
requirements and 
his Ph. D 
sity of 


completed all course 
oral examinations for 
in economics at the Univer- 
Pennsylvania. 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


320 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2826 











Street, New York 38, N. Y. 








OFFICE SPACE 


Midtown, furnished, air conditioned office available to general 
insurance broker for reasonable life production. Agency one of Amer- 
ica's oldest companies offering complete Life, Non-Can., Group and 
Pension Plans. Address Box 2904, The Eastern Underwriter, 93 Nassau 











Mutual Benefit Agencies 
Change to New Locations 


Mutual Benefit Life, Newark, 
nounced that its central regional Group 


an- 


office formerly located in Cincinnati, 
moved to St. Louis. The group office 
will be located in the new quarters of 
Mutual Benefit Life’s St. Louis Agency 
in the Landreth Building. 

The St. Louis regional Group office, 
which is second in Group insurance sales, 
is directed by Howard J. Foley, Jr. The 
new office will continue to serve Charles- 
ton, W. Va.; Cincinnati; Columbus; 
Indianapolis; Lexington and Louisville, 
Kentucky; Oklahoma City and Tulsa; 
Wichita, Kansas; and Kansas City and 
St. Louis, Mo. 

The St. Louis general agency, the 
eighth ranking in the company’s nation- 
wide field organization, is headed by John 
H. Leaver, CLU, and Robert E. Bird. 

















The FIDELITY MUTUAL LIF 


ON THE PARKWAY AT FAIRMOUNT AVENUE * PHILADELPHIA 


FIELD 
GUIDANCE 
AS NEEDED 


A demonstration, in part, 

of Fidelity Mutual’s interest in the 
personal well-being of each 
individual representative is its 
Agents’ Seminar Program 

— a giant step beyond the 

usual field orientation. 


Each year, groups of new agents 
are brought to the Home Office 
in Philadelphia for a week of 
training and intensive discussion 
on the subjects of most 
importance to the newer agent. 


These seminars play an 
important role in accounting 

for the high calibre, high morale, 
and high degree of success 

of our Field Force. 


insurance 
Company 








Joins Craftsman Life 





CURTIS K. 


GERRY 


Curtis K. Gerry, formerly an executive 
with the Maine Fidelity Life, has joined 
the home office staff of Craftsman Life 
of Boston where he will handle the de- 
velopment of life insurance, integrating 
it with the accident and 
health program. He will be liaison officer 
between the field and the home office. 


company’s 


Continental L. & A. 


The annual 1960 financial statement of 
Continental Life and Accident Co. at 
3oise, Idaho shows that the company at 
the end of 1960 had insurance in force 
of more than $72 million. The company’s 
assets at the end of the year were 
$3,575,000 and total income in 1960 was 
$2,044,000. The company began business 
in 1943. 

President of the company is Robert 
E. Cecil. Some other officers: vice presi- 
dent for sales, Gilbert S. Keeley; vice 
president and treasurer, George L. Yost; 
secretary and counsel, W. H. Langroise; 
actuary, Lawrence B. Webster. 

Mr. Cecil during a recent visit to New 
York saw his daughter Stefani off on 
the Flandre for France. She also ex- 
pects to visit her sister who is living in 
Munich. Mr. Cecil’s son Bob, now in his 
first year at Harvard Business School, 
expects to make life insurance his career. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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Associate Medical Director 
Of Continental Assurance 





GERALD S. MODJESKA 


Continental Assurance announced the 
appointment of Dr. Gerald S. Modjeska 
as associate medical director. A graduate 
of the University of Illinois, School of 
Medicine, 1949, Dr. Modijeska joined 
Continental Assurance in 1956. 

He interned at Indianapolis Generai 
Hospital, followed by a two-year resi- 
dency in pediatrics. He served in the 
Army Medical Corps from 1952 through 
1954, ten months in Korea. 

He took his undergraduate 
Bradley University. He 
the Association of Life 
ical Directors. 


work at 
is a member of 
Insurance Med- 


Pilgrim Life felines 
Schroeder Ass’t Secretary 


Appointment of Robert G. Schroeder 
to the newly created position of assistant 
secretary of Pilgrim Life, Indianapolis, 
has been announced by Robert D. Jack- 
son, president, who said that the new 
post became necessary because of the 
increased volume and size of the com- 
pany. 

Mr. Schroeder will be in complete 
charge of all internal administrative 
functions such as personnel, policyholder 
service, accounting, and public relations. 
He has been with Pilgrim Life since 
1955, three years after the company was 
founded and has been office manager 
for the company since that time. 

A graduate of Indiana University, Mr. 
Schroeder entered the business in 1953 
with The Travelers, where he was field 
supervisor in the ssc area. 


Mass. Mutual Appoints 
K. L. Ross in Nashville 


Massachusetts Mutual Life announces 
the appointment of Ken L. Ross as gen- 
eral agent for the Nashville agency. He 
succeeds H. Martin Nunnelley, CLU, 
who has asked to be relieved of manage- 
ment duties so that he may devote full 
time to personal production and the 
servicing of his clients. 

Mr. Ross attended University of Louis- 
ville and Indiana University. He is a 
four-year veteran of World War II, hav- 
ing served as a captain in the Air Force. 
Prior to entering the life insurance busi- 
ness in 1956, he was a partner in Kirby 
and Ross, a local truck body and equip- 
ment firm. 

Mr. Ross has recently returned from 
the company’s home office in Springfield, 
Mass., where he attended the 18th sales 
management school together with 28 
other Massachusetts Mutual insurance 
men fron 21 states and the District of 
Columbia. 





NYC ASS’N DIAMOND JUBILEE 


Dr. Howard A. Rusk to Address 75th 
Anniversary Luncheon, May 12; 
State Delegates to Attend 
Dr. Howard A. Rusk, professor and 
chairman of the Department of Physical 
Medicine and Rehabilitation, New York 
University-Bellevue Medical Center and 
associate editor of The New York Times 
will be the principal speaker at the 75th 
anniversary luncheon of the Life Under- 
writers Association of the City of New 
York, to be held on May 12, at the 
Hotel Commodore. He will have for his 
topic “Health—Yesterday, Today and 

Tomorrow.” 





George P. Shoemaker, CLU, general 


agent, Provident Mutual, chairman of 
the association’s celsbeatinn of their 
“75th Year of Service,” made the an- 
nouncement. A noon reception will be 
held, which will be attended by com- 
pany presidents, past presidents of the 
local association and delegates to the 
New York State Association’s 42nd an- 


nual meeting which is being held at the 


Hotel Commodore in conjunction with 
this diamond jubilee. 
The business session of the State 


Delegate Meeting will be held during the 
morning and afternoon. The luncheon 
period will be devoted to the anniversary 
celebration. 





TULUM LAUR LA UTC TUTTO OT 
. 
Assistant Comptroller 





for promotion. 


York 38, N. Y. 





Unique career opening in small, grow:ng company for qual- 
ified man with life insurance accounting and managerial ex- 
perience as Assistant Comptroller. Good Salary, opportunity 


Box 2900, The Eastern Underwriter, 93 Nassau Street, New 
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Haug Heads Midwest IASA 

Larry Haug 
accounting 
Nebraska, h 


the 


, manager of the premium 
division at Bankers Life of 
as been elected president of 
chapter of the 
and Statistical 
Elections were held at the Association’s 


midwest Insurance 


Accounting Association. 
recent spring meeting in Kansas City. 

At the Mr. Haug announced 
plans for the chapter’s fall conference. 
Scheduled for Lincoln, Nebraska, on 
September 14 and 15, Mr. Haug invited 
both member and non-member com- 
panies to send representatives. 


meeting, 


The midwest chapter is made up of 
nearly 60 life, fire and casualty insur- 
ance companies in a six-state area. 
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NORTH AMERICAN 





REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 


230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 
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Colonial Life Director 


WILLIAM TURNBULL 

The election of William Turnbull as 
a director of Colonial Life of America 
was announced by Richard B. Evans, 
president. 

Mr. vice president of = 
First Marketing Corporation, Newark, 
which was established in 1959 by Mr 
Turnbull and Ormonde A. Kieb former 
assistant postmaster general for facilities 


Turnbull is 





in the Eisenhower Administration. This 
firm is ° to do a general real 
estate business and specializes in multi- 
state sales of railroad surplus properties; 
mortgage financing of lease-backs on 
large national properties; the develop- 


ment of urban renewal projects and real 
property portfolio surveys and appraisals 
Mr. Turnbull is a sree of Prince- 


ton University where he received his 
Bachelor of Arts dentine and the Phi 
Beta Kappa award. He received his 
Master of Arts degree in Architecture 
from Yale University. During World 
War II, he served as a commander in 
the Navy and saw service with the OSS 
in Europe. 

He is a former partner of Post & 
Flagg, New York investment brokers, 
which firm subsequently merged with 
Harris Upham & Co 


In 1937, Mr. Turnbull formed the U. S. 
Instrument Corporation and served as 
vice president and director. Later, he 
became a limited partner of F. I. duPont 
& Company. His directorships include 
the Peapack Gladstone Bank, Gladstone, 
N. J. and the Calculagraph Co., Hanover, 
N. J. He is also a past protien vt of the 
board of trustees of the Far Hills Coun- 
try Day School. 

Mr. Turnbull is a resident of Far Hills, 
N. J. and among other clubs is a member 
of the Essex Club, Newark. 


Connecticut Mutual Sales 
$150,000,000 in 


First-quarter sales of 


new life insurance were reported by 
Connecticut Mutual Life, Hartford. De- 
spite near-record March business, the 
total is 4% under sales for the first 
quarter of 1960. 

March sales were $54,400,000, fourth 
highest monthly total in the company's 


115-year history. 
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Congress, March 





THE DEBATE ON RATING 
While individual insurance agents, as 
well as company executives and others 
in the industry may hold strong and 
opposing viewpoints on the future of 
regulation in the property-liability 


fields, and issues are far from having 


been decided, it is most encouraging to 


W itn 1ess the 


complete willingness of all 





mn to listen in a friend- 
lv and receptive manner to the argu 


of opi 





ments of proponents of various schools 
i 


of thought. Irrevoc decisions have 





‘tt been reached, nor has politeness and 


ypen-mindedness given way to blind, un- 
‘ompromising stubbornness 
Debate was full and covered a wide 


range of views cn rating during the com- 


bined meeting last week in Philadelphia 
f the Eastern Agents Conference and 








of state directors of 


Association of Insuran 


the future of insurance 





rate vegulation being one. of the maior 
in the Fed 
eral government in Washington and in 
legislative 


1 


subjects of study today with 


halls of all the states, the 


agents invited expressions of viewpoints 
from a spokesman for the major fire- 
casualty-marine associations, from a 
chief executive of an independent group 


and from a prominent local agent. Each 


speaker received vigorous applause for 


a forthright presentation of arguments 
on rating procedure, and the agents left 
with a more complete understanding of 
the reasoning behind various proposals 

Nor were the agents themselves unan 
imous in favoring this or that proposal, 
or in opposing other specific suggestions 
The NAIA directors did approve a mo 
tion that the association not go on record 
for or against any so-called model rating 
bill. This supported a previous declara- 
tion of some years ago that NAIA not 
support model bills before state legisla- 
tures as they had done in the past. Last 
week the motion was directed at rating 
bills before Senate Committees in Wash- 
ington which if approved by the District 
of Columbia might be offered around 
the country to states as a model bill 





fice f New York City, undcr act 


which Congress 


idopted if states were not to be viewed 


would like to have 


as falling short of adequate state regula- 
ion as set forth in Public Law 15. 
Individual officers of NATA are free 


express their own personal opinions 


on suggested rating law changes for the 
states, but they cannot speak for the 
National Association as a whole. Some 
NATA directors voiced regret that the 
association cannot be permitted to speak 
with a unified voice, to be determined 
by vote of the directors, but the majority 
of states apparently wish to retain inde- 
pendent action on supporting or oppos- 
ing rate law revisions, and all other legis- 
tive proposals 

Elsewhere throughout the country the 
present “great debate” is being carried 
with speeches being made almost 
laily in cities from the Atlantic to the 
Pacific. Some speakers base their rate 
revision arguments upon their concep- 
tions of future trends insurance mer- 
chandising. Others base their conclu- 
in the history of insur- 
ance over the last 100 years. The infor- 


sions on events 


mation presented is enlightening and 
educational, with benefits to those in in- 
surance, the public and members of leg- 
Whether decisions made ulti- 
mately will turn out to be correct can- 
not be predicted but certainly those de- 


cisions will not be arrived at on any basis 


islatures 


of scanty information or lack of per- 
suasive speakers. Out of all this is prog- 
ress made, and one can be thankful for 


the openmindedness of members of the 


industry to study at length the many 
spoken and written thoughts of insurance 
leaders. 





Denis B. Maduro, well known insur- 
ance attorney of New York, has been 
appointed to the committee on Group 
insurance plans by J. Boyd Mullan, pres- 
ident of the New York State Bar Asso- 
ciation 

* * * 


Richard L. VanWinkle, chief program- 
mer for the Univac Data Processing 
Department of Franklin Life of Spring- 
field, Ill, has been elected vice presi- 
dent of the Univac Users Association. 











L. Barton Cannell has joined the 
American Surety and Pacific National 
Fire Insurance Companies as assistant 
manager of the agency and production 
department at the administrative offices 
in New York. He will assist in develop- 
ment of production and sales on a coun- 
try-wide basis for these members of 
the Transamerica Insurance Group. Mr. 
Cannell began his insurance career with 
the Hartford Accident and Indemnity as 
a special agent. He joined Johnson & 
Higgins in 1948 and for six of the 12 
years he was with that organization as 
an assistant vice president and an ac- 
count executive specializing in handling 
large commercial accounts. 


* * * 


Leslie Barbara Talcott of West Hart- 
ford, Conn. has become engaged to 
James C. Hullett, also of West Hartford, 
son of J. C. Hullett president, director 
and chairman of the finance committee, 
Hartford Fire and Hartford Accident & 
Indemnity. Miss Talcott, a student at 
Mary Washington College of University 
of Virginia, is the daughter of Frank 
\. Talcott, 2nd, of Miami. Mr. Hullett 
is attending University of Oklahoma. 


* * * 


John William Beers of New Orleans, 
son of Henry S. Beers, president of 
\etna Life Affiliated Companies, and 
Betty Jane Shoulberg of Philadelphia 
who were married this month, spent 
their honeymoon in Bermuda and are 
now making their home in New Orleans 


* * * 


William J. Graham, former vice pres- 
ident of Equitable Life Assurance So- 
ciety, has been re-elected a senior mem- 
ber of National Industrial Conference 
Board. Among board members are 
Frederic W. Ecker, chairman, Metro- 
politan Life, and J. Victor Herd, chair- 
man, America Fore Loyalty Group. 





4TH LIFE INSURERS CONFERENCE 
Pictured above are the participants in 


Milan H. Palmer, an instructor at the 
training center of The Hartford Insur- 
ance Group for 11 years, has transferred 
to the engineering department of the 
Hartford Fire’s Eastern department at 
Hartford. Mr. Palmer, a Hartford na- 
tive, graduated from Hartford Public 
High School and Middlebury College. 
He joined the company as a fire engi- 
neer in New England in 1931. He be- 
came an instructor on the training cen- 
ter staff in 1950. While at Middlebury 
College, he played football, basketball 
and track. In 1927 he was designated 
“All Vermont” in football. 

* * x 

Joseph L, O’Brien, of Bronxville, N. Y., 
was elected a member of the Eastchester 
Board of Fire Commissioners at the 
board meeting in Tuckahoe. The new 
commissioner is president of the Mid- 
town Agency, Inc., of 347 Madison Ave- 
nue, which specializes in fire and casu- 
alty insurance. He represents The Trav- 
elers, Aetna Insurance Co., Springfield- 
Monarch, Commonwealth Insurance Co., 
Westchester Fire and ( ‘entury, Ltd. For 
27 years, Mr. O’Brien has been actively 
engaged in fire engineering safety work 
in cooperation with the New York Board 
of Fire Underwriters. He is a member 
of the N. Y. City Agents Association, 
Inc., where he was chairman of the mem- 
bership committee, and is now chairman 
of the public relations committee. A res- 
ident of Bronxville for 30 years, Mr 
O’Brien has a wife and 17-year-old 
daughter, Carol. The family are mem- 
bers of the New Rochelle Shore Club 

* * * 





Charles A. Sammons of Dallas, founder 
and controlling stockholder of Reserve 
Life, Dallas, and substantial stockholder 
in several other insurance companies, has 
been elected a director of Republic 
National Bank of Dallas, largest bank 
in the southern area. He is also a direc- 
tor of the Dallas Chamber of Commerce 
and active in Dallas civic affairs. 


SEMINAR AT SAVANNAH — 
the Fourth Seminar in Life Company 


Operations standing with Dr. J. Owen Stalson, director of the School of Insurance 


Administration, of Greenwich, Conn. 


3ack row L. to R.: Dr. Stalson; Gerard L. Schoen, Jr., of Jacob Schoen & Son; 
William T. White, Western & Southern Life; G. Carroll Davidson, British-Amer- 


ican Life; 


H. Callahan, Colonial Life. 


Front row: Claude R. Dominey, 
Life; Arnold H. 
Equitable Life, Wash. D. C.; 


James C. Sims, Seminole Life; 


Atlantic Coast Life; 
Anderson, Life & Casualty of Tenn.; George W. Hammond, 


Andrew M. Gant, Jr. Cherokee Life; P. Webb 


P. E. Dillard, Suwannee Life; George 


John W. Parker, Unity 


Casey, National Accident & Health of Phila. 
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Successful Eye Operation 

Julius Sackman, assistant Superintend- 
ent of Insurance of New York State and 
head of the Department’s Life Bureau, 
has returned to his apartment in Peter 
Cooper Village after a successful eye 
operation performed in Manhattan Eye, 
Ear and Throat Hospital. He expects to 
return to the Department in 10 days 


* * * 


More Maturity Needed In America 
Says Kytle In “Saturday Review” 


Last summer when the followers of 
Castro were succumbing to the idealistic 
buncombe of their bearded leader and 
the United States was wringing its col- 
lective hands, there appeared in the Au- 
gust 27 issue of “Saturday Review,” an 
article by Calvin Kytle, vice president- 
public relations for Nationwide Insur- 
ance, 

In “Cracks in the Cornucopia,” Mr. 
Kytle took a long, hard look at America 
today, a country that spends nine times 
more on liquor than on books, a country 
that has “lost its historic isolationism, 
albeit reluctantly, (and) taken our posi- 
tion as a world power,” a country that 
has attained many of its material goals 
and is now wondering — what next? 

At this time of crisis in Cuba and Laos, 
we might well reflect upon Mr. Kytle’s 
conclusion. 

“T think,” the writes, “(that) the cure 
will come in the form of some distinc- 
tively inspiring popular movement that 
will restore to the American people the 
sense that events CAN be controlled even 
when their effects cannot be foreseen. 
Such a movement, of course, will require 
leadership of heroic dimensions, combin- 
ing as it must the finest intellect with 
the most sensitive heart. For what this 
leadership must do is nothing less than 
to articulate the ethic of a mature Amer- 
ica—to develop a new central philosophy, 
an intellectual spine, around which our 
people can act, if not altogether master- 
fully, then confidently and construct- 
ively.” 


* * * 


Halifax Elects Directors 


A. G. S. Griffin, president of The Hali- 
fax Insurance Co., announces the elec- 
tion of four new directors of the com- 
pany. They are: Major-General N. E. 
Rodger, Winnipeg; James Sinclair, Van- 
couver; J. D. Woods, Jr., Toronto; D. 
K. Yorath, Edmonton, 

General Rodger is chairman of the 
Liquor Control Commission and of the 
Liquor Licensing Board of Province of 
Manitoba. Mr. Sinclair, former Federal 
Minister of Fisheries, is president and 
director of Deeks-McBride Ltd. and di- 
rector of a number of companies. Mr. 
Woods is director of Commercial Life 
Assurance Co. of Canada. Mr. Yorath is 
president of Canadian Western Natural 
Gas Co., Ltd. and Northwest Utilities. 











Hartford Moves Into Own New 
$20,000,000 Building in Chicago 


More than 1,000 staff members of The 
Hartford Insurance Group’s Western 
department, providing services for thou- 
sands of agents and policyholders in the 
territory, reported for work April 24 in 
new offices at the recently-completed 
$20-million Hartford Building in Chicago. 
The mammoth moving operation began 
at the close of business Friday, April 
21 and by Sunday, April 23, the entire 
Western department had been placed in 
the new home. 

One-hundred expert movers armed 
with 900 dollies, 31 pieces of special 
equipment and 12 vans were used to 
complete the move from separate Hart- 
ford Group offices in the Wrigley and 
Insurance Exchange Buildings to the 20- 
story Hartford Building at Monroe St. 
and Wacker Drive in Chicago. 

Ten-million copies of insurance pol- 
icies, two and one-half million of them 
in current “daily reports” form, 2,000 
filing cabinets, desks, chairs, typewriters 
and other equipment of 54 departments 
in the Western department were moved 
to the modern skyscraper. 

Hartford’s Western department, oldest 
and largest of the 150-year-old company’s 
nine autonomous departmental head- 
quarters, occupies nine lower floors of 
the new building. 

Work was started in July, 1959, on the 
uniquely designed building, largest con- 
struction project undertaken by the com- 
pany since the home office at Hartford 
was erected. The new structure is of 
reinforced concrete with an_ exterior 
canopy effect shielding fixed tinted plate 
gle ass windows, a first in office construc- 
tion in this country. Exterior columns 
are of gray granite and the building 
features a landscaped esplanade and 
plaza. 

Formal opening of The Hartford 
Building, headquarters for the Western 
departments of the Hartford Fire and 
Hartford Accident and Indemnity, will 
be held later. Other Hartford Group 
operations located in the new building 
are the Hartford Life, Hartford Live 
Stocks, Citizens Insurance Co. of New 
Jersey, New York Underwriters Insur- 
ance Co. and the Twin City Fire. 

ae ae 


Personal Affairs Month 


Donald I. Rogers, business and finan- 
cial editor, New York Herald Tribune. 
has been named the first national chair- 
man of Personal Affairs Month. The 
announcement was made by Horace E. 
DeLisser, president and founder of the 
Institute. 

Personal Affairs Month, annually cele- 
brated during the month of May, is an 
effort to encourage all Americans to 
make a yearly review of “their other 
business”—their personal affairs. 

Begining five years ago in the Long 
Island community of Freeport it has 
spread across the United States. This 
year’s “kick-off” national program will be 
held in Freeport May 1 with events 
scheduled throughout May. 





Mr. Rogers was the first major financial 
columnist to recognize the need for an 
annual Personal Affairs Month, stating 
in his May 1, 1957 column: 

“To me it seems simple and clear—- 
that if the people of America are not en- 
couraged, not taught how to take care of 
their personal affairs, then the Govern- 
ment will have to do it. Yet appalling 
ignorance prevails in these fundamental 
matters. A majority of Americans have 
but skimpy knowledge of the rudiments 
of personal affairs management.” 


* a * 
New President of Pace 


Dr. Edward Joseph Mortola, member 
of the faculty of Pace College, New 
York, since 1947 is the new president of 
that institution. Prior to joining Pace, 
a liberal arts school with hundreds of 
students Dr. Mortola was a member 
of the faculty of Cooper Union, the old 
Townsend Harris School and St. Peters 
College in New Jersey. He is a former 
member of the graduate faculty of Ford- 
ham School of Education and holds B.A., 
M.A. and Ph.D. degrees from Fordham 
University. 

Pace College entirely occupies a large 
building at 41 Park Row, New York, 
near the Brooklyn Bridge. 


x * ok 
Honor London Educator 


Dr. Cecil Edward Golding, one of the 
most noted figures in the 3ritish insur- 
ance educational world, is celebrating his 
diamond jubilee in the insurance business. 
Among companies which individually ex- 
tended honor to him on his diamond 
jubilee date were the London Assurance 
and Sterling Offices, Ltd. and the staff 
of his own organization, C. E. Golding, 
Ltd. The Golding staff presented him 
with a traveling c case and scroll. At these 
affairs in London when called upon to 
speak Dr. Golding gave numerous 
reminiscences of events he has seen take 
place in the last 60 years. 

It was in 1900 that Dr. Golding started 
as a junior clerk at the London Assur- 
ance, where he worked in both the fire 
and accident branches. After he had 
served 20 years with the London, he 
became the first manager and secretary 
of Treaty Reinsurances Ltd. There he 
remained until 1931 when Treaty Re- 
insurances were taken over by the Vic- 
tory Insurance Co. Dr. Golding was joint 
general manager of the Victory from 
1931 to 1933, until in the latter year he 
took over the insurance broking busi- 
ness he stills conducts under the name 
of C. E. Golding & Co. He is also chair- 
man of the Beacon and a director of the 
Sea. 

In 1906, he was awarded the LL.B., 
with first-class honors, at the Univer- 
sity of London and in 1926 he achieved 
the LL.D. He took the whole of the 
associateship examination of the C.L.I. in 
1920, and both he and J. B. Welson, 
who performed a similar feat, were 
awarded the Stanley Brown prize. In 
the next year, he took his fellowship. 
He became an examiner in 1923, and was 
the first secretary of the pogh and 
museum committee in 1929. He became 
joint secretary of the examiners com- 
mittee in 1931 and is still a member of 
that committee and of the finance and 
general purposes committee. He is also 
a vice president of the London Institute, 
and he was president of the Corporation 
of Insurance Brokers from May, 1957, 
until May, 1960. 


* * * 


Safety Award 


Hardware Mutuals-Sentry Life, Ste- 
vens Point, Wis., has received the Na- 
tional Safety Council’s 1960 Public Inter- 
est Award for exceptional service to 
safety programs. 

Educational activities carried on by 
Hardware Mutuals included publication 
of 24-page guides on “Safe Driving” and 
“Safe Boating” distributed nationally; a 
series of public service safe driving 
messages released prior to major holidays 
through newspapers, radio and TV sta- 
tions. 





Back From Hospital | 








JULIUS SACKMAN 


Havemann Aftermath 


The recent article in Life magazine 
about insurance called “High Cost of 
Playing It Safe” scared a lot of people 
who felt that they couldn’t afford to 
buy so many kinds of insurance as ad- 
vocated by writer Ernest Havemann and 
threw up their arms in despair, as they 
thought of protection needed. But gen- 
eral effect of the article was good. And 
it drew a column and a half of com- 


ment from contributors of letters to the 
editors of the magazine. 

One man wrote saying, “They are drill- 
ing for “ near me in Hollywood. What 
do I do if oil starts gushing under my 
house ?” 

Reply of Life editor: “Mop it up fast 
before somebody slips on it and sues 
you.” 


James L. Hunter = South Charleston, 
Ohio, an insurance agent, had some sug- 
gestions for saving money. Some of 
them: 

Sirs: 


About the Anderson insurance I would 
suggest the following: 

Taking advantage of the 
Homeowner’s Policy, which see! in- 
clude fire, theft, $25,000 liability and 
a $50 deductible on wind and hail, | 
would insure dwelling for $17,500 and 
save $29.67 a year. 


packaged 


Changing collision on a new car from 
$50 deductible to $100 deductible would 
save $15.20 a year. 

Replacing so-and-so insurance with a 
$250 deductible Major Medical policy 
would give better coverage on large 
claims and would save $76.69 a year. 

Carrying combination whole life with. 
decreasing term and a Family Policy 
which packages wife’s and children’s 
insurance, would give $4,200 protection 
the first year on Mr. Anderson and 
would save $320.30 a year. 

Taking the Social Security benefits 
into consideration andthe fact that 
disability insurance is nontaxable, $300 
a month should be sufficient coverage, 
saving $80.50 a year. 

I would suggest one increase — to 
change property damage liability on 
car to $25,000 at $2 more per year. 

The net saving of $520.36 would 
enable Mr. Anderson to assume more 
of his small losses. At a later date, if 
desired, he could convert term in- 
surance to permanent insurance, or buy 
Mutual Funds with his savings. 

And as for underground springs — 
God didn’t mean for life to be free of 
all hazards. That is what He is saving 
for Heaven 
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Companies and Agents Must Act In 


Dnity if Both are to Prosper: Lange 


Chicago, April 19—Differences between 
management of property and casualty in 
surance companies and their business 
producers are “a luxury we can no longer 
afford,” Roland H. Lange, president of 
the Insurance Information Institute, de- 
clared here today. 

Addressing the Chicago Insurance Day 
luncheon, Mr. Lange, who is also assist- 
ant to the president and vice president 
of the Hartford Fire, said that it is “a 
characteristic peculiar to our business, 
and hardly to no other, that management 
and producers find themselves differing 
so often with each other. 

“In the excitement of this internecine 
warfare,” he stated, “we have overlooked 
that the business of property and casu- 
alty insurance as it has developed 
through the American agency system is 
one business; that while it is the function 
of management to manage and the mar- 
keting system to market, companies and 
agents must act in unity if they expect 
to prosper severally. Until we return to 
these fundamentals, we shall continue to 
throw obstacles in our own path which 
will materially impede our progress.” 

An Unfortunate Division 

Referring to changes in state regula- 
tion recommended by industry organiza- 
tions to permit filed rates to become et- 
fective without prior approval, Mr. Lange 
said: “It is most unfortunate that the 
companies and the agents appear to be 
divided” on this proposal, which he 
termed of “crucial importance.” ; 

“The purpose of this proposal is to 
eliminate the lengthy delays that so often 
have plagued our efforts to adjust to 
changing market conditions,” he stated 

“The proposed change would place all 
companies, whether operating independ 
ently or through bureaus, on an equal 
basis as to filing effectiveness. It would 
serve to preserve the rating bureaus for 
those who prefer to operate through 
them and thereby encourage continua- 
tion of sound rating practices, and may 
as well reduce political influence upon 
rates.” 

The proposed change would serve the 
interests of companies operating throug 
the agency system as well as the inter- 
ests of the agents and brokers them- 
selves, Mr. Lange pointed out ai Ae he 
stated, “through an unfortunate failure 
in understanding, many associations of 
agents have gone on record opposing the 
‘no prior approval’ proposal.” 

The development of electronic data 
processing equipment in recent years, Mr. 
Lange said, has offered what appears to 
be a solution to the problem of handling 
speedily and efficiently the large volume 
of paper work which is essential in this 
business. 

“Insurance managements were quick 
to recognize its possibilities in the proc- 
essing and analyzing of the great masses 
of data with which we struggle,” he said 
“Inquiries of two of the largest manu- 
facturers of such equipment indicate that 
the insurance industry in its entirety 1s 
second only to the United States Govern- 
ment as a user of electronic equipment.” 

The insurance business as a whole, he 
pointed out, spends about $160 million a 
year in rent or rental equivalent for the 
use of such machinery and about half of 
this is for the support of property and 
casualty operations. 

“Gone With the Wind” but No Scarlet 
Such equipment as this, he said, can 
»xre rapidly millions of facts and make 

of them available instantly. He ex- 
ained that one data processing system 





ROLAND H. LANGE 
“Statesmanship is the order of the day.” 





recently installed by a large company 
can absorb as much information in just 
70 seconds as is contained in the 1,000- 
page novel, “Gone With The Wind.” 

“Far greater use of electronic devices is 
in prospect for our industry,” Mr. Lange 
predicted. “Experts tell us that even now 
equipment exists that will permit a per- 
son to dial a computer from a telephone 
anywhere in the country and get the 
daily report information immediately. 

“This is but an example of the stren- 
uous efforts being made in our indus- 
try today in attacking every expense item 
so that the greatest possible amount of 
premium dollar may be returned to the 
insuring public in loss payments. If we 

companies and producers—are to sur- 
vive and succeed we shall assuredly do so 
only to the extent that we are willing or 
able to reduce our cost of doing business 
without impairment in our quality of 
indemnification and service. To ignore 
this fact is to ignore the facts of life, the 
future of our way of doing business.” 

Mr. Lange affirmed his belief that the 
property and casualty insurance business, 
in spite of its difficulties, has made sub- 
stantial progress and is making progress 
right now and that it faces an expanded 
and prosperous future. 

“I believe that many of our problems 
are of our making, and hence it follows 
that we have the power to resolve them,” 
Mr. Lange stated. “I believe that our 
business is showing resilence and flex- 
ibility in the face of adversity; that it 
is demonstrating intelligence and imagin- 
ation in its external or marketing efforts; 
that it has engaged in objective self- 
analysis which is leading to improve- 
ment in its internal operations, and that 
it is exhibiting balanced judgment in its 
approach to inevitable changes in the 
regulatory acts under which we must 
operate, 

“Undoubtedly there are those who will 
not agree. While all change is not prog- 
ress and no doubt over the years some 
mistakes have been made individually or 
collectively, I continue to share with 
others the optimism and assurance that 
within our ranks there is the required 
wisdom and there are sufficient numbers 
of reasonable men to guide us in the 
right direction. Today in our business 





Sixty-year-old, active mutual insurance company with open fire, cas- 


ualty, and accident and health charter with exclusive long-term 


management contract located in the state that is hardest of all 


Eastern states to gain admittance to. Ideal for A & H operation. 


Prefer outright sale. Will consider association or merger with active 


principals. 








Sale Price — $90,000.00 


Information plus other arrangements will be arranged. Write to Box 
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Inland Marine Urged 
To be More Aggressive 


IN PACKAGE FORM PROGRESS 





Company Executives, at N. Y. Meeting, 
Feel New Business Must be Devel- 
oped to Keep Pace with Change 





The inland marine segment of the in- 
surance industry was urged to take an 
even greater role in the development of 
package plans and to expand its forms 
of coverage. The recommendations were 
made by a five-man panel discussing the 
question “Have We Kept Pace?” The 
session was sponsored by the workshop 
committee of the Inland Marine Under- 
writers Association and held April 20 
in the Biltmore Hotel. 

Panelists, invited to represent the 
different segments of the industry, were 
L. M. Baldwin, vice president of the 
[ravelers Insurance Companies, repre- 
senting the industry; E. J. Brill, asso- 
clate manager of the inland marine, 
burglary, and glass department of the 
Royal-Globe Insurance Companies, in- 
land marine; Roland H. Lange, assistant 
to the president and vice president of 
the Hartford Group, fire; Julian A. 
Lenke, chairman of the property insur- 
ance committee of the National Asso- 
ciation of Insurance Agents, agents, and 
William Morpeth, vice president of Great 
American Insurance Group, casualty. 
Must Meet Direct Writer Competition 

While praising the progressive posture 
of inland marine, the panelists warned 
that the industry, at large, must take 
aggressive action on “all fronts” to meet 
the growing challenge of the direct 
writers and mutual companies. It was 
urged by the panelists that stock com- 
panies further develop insurance pack- 
age plans as a means of providing even 
greater service to the insurance buying 
public. The speakers, however, did cau- 
tion that the packages should be care- 
fully designed and developed in coopera- 
tion with the inland marine underwriters. 

Inland marine was described as the 
essential catalyst in the creation of in- 
surance package programs. 

Mr. Brill, speaking for inland marine, 
said his segment of the industry has 
fallen behind in premium income over 





there are many points of view about what 
ought to be done; and if I have a regret, 
it is that, too often, our internal differ- 
ences boil over into the public press and 
damage our business in the public eye. 
What is always needed in lite—and no 
less in our business today—is a steadfast 
courage which will steer an unwavering 
course to the ultimate goal. Suspicion 
and distrust, selfishness and shortsighted- 
ness must not prevail. Statesmanship is 
the order of the day if each of us is to 
take full advantage of the future,” he 
concluded. 


the past several years. He said that 
although the volume of inland premiums 
Was up, comparative increases were be- 
hind the national income. He attributed 
the loss to the growth of package plans. 
He said inland marine must develop new 
business to keep pace. 


Vital Role in Package Policies 


The panelists all agreed that inland 
marine should have an important voice 
in the preparation of package policies. 
It was pointed out that inland marine 
insurance, by its very nature, has been 
a forerunner in packaging. “This valu- 
able experience should be utilized,” it 
was stressed. 

_In calling for even greater coopera- 
tion among the segment of the industry, 
Mr. Lange said the stock companies 
must act initially and not defensively. 
He reported that he believed such a 
policy was now being followed. 

Mr. Lenke said inland marine under- 
writing 


was essential to the proper 
development of multiple peril contracts 
and urged that they further expand 


coverage. 

Inland marine was lauded for making 
opportunities out of problems and a 
great growth potential was predicted for 
inland marine in the personal insurance 
line. Mr. Morpeth also called upon in- 
land marine to develop new products. 
He said inland marine is flexible and 
well designed to offer “our bosses, the 
insurance buying public” the types of 
coverage they want. : 

The nation-wide definition, the ruling 
that spells out the coverage limits of 
inland marine, was also discussed. More 
than 100 representatives of member com- 


panies of the IMUA attended the all-day 
session. ; 





“Science of Fire’? New 


NBFU Educational Film 


_Completion of an excellent new educa- 
tional film entitled, “The Science of 
Fire,” is announced by the National 
Board of Fire Underwriters. The film 
tells the story of fire, the principles 
of combustion, and how fires can be 
prevented. It covers flash points, ignition 
temperatures, vapor travel, and methods 
ot extinguishment. 

A preview of the film was held Wed- 
nesday afternoon at the Johnny Victor 
Theatre in the RCA Exhibition Hall, 
New York City. Attending the preview 
were educators, insurance executives, 
newspapermen, public officials, fire of- 
ficials, and television representatives. 

The film, in 16 mm. color, runs 20 
minutes. It was been cleared for tele- 
vision showing. The producer was MPO 
Productions, Inc., New York. The film 
may be obtained on free loan by writing 


to the Bureau of Communication Re- 
search, Inc., 267 West 25 Street, New 
York 1,-N. Y, 


_The film is the newest edition to the 
National Board’s library of 30 educa- 


tional films. 
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Ad Conference Announces Winners 
Of Four Top Oscars and Oscarettes 


Winners of the four top Oscar Awards 
in IAC’s annual agents advertising com- 
petition are Slawsby Insurance, Nashua, 
N. H. (Division 4); Burgess Agency, Inc., 
Joplin, Mo. (Division 3); John Roy Camp- 
bell, Insurance Agency Inc., Harrison, 
Ark. (Division 2) and The Cutshall 
Agency, Allentown, Pa. (Division 1). 


Announcement of the winners was made 





ARCHIE M. SLAWSBY 


by the Insurance Advertising Confer- 
ence after the judging at the St. Regis 

Hotel in New York City. 

In addition to the Oscars, IAC awarded 
bronze Oscarettes for specific categories 
of advertising to the Detroit Insurance 
Agency, Detroit; ng Insurance Agen- 
cy, Inc., Fargo, N. D.; Perry-Hunter-Hall, 
Abilene, Texas and H. L. Staebler Co., 
Ltd., Kitchener, Ont.,—all in Division 4 
(agencies with over $500,000 in annual 
volume.) 

In Division 3 ($250,000 to $500,000 an- 
nual volume) Oscarettes are _ being 
awarded to The H. Hutsons, Denver; 
Murray Insurance Agency, Dallas, and 
Arthur W. Ruff Insurance Agency, 





Home Insurance Co. to 
Leave Inter-Regional 


The Home Insurance Co. has filed with 
Inter-Regional Conference in New York 
notice of intention to resign from that 
organization. Inter-Regional is an ad- 
visory organization of stock property 
insurers to assist in coordination of prac- 
tices and rules of rating bodies on a 
nationwide basis. 


Lewis R. Plast to Join 
Inter-Regional in N. Y. 


Lewis R. Plast, superintendent of fil- 
ings for the Cook County (Illinois) In- 
spection Bureau, will join the staff of the 
Inter-Regional Insurance Conference in 
New York on May 1, it is announced by 
Kent Parker, general manager of Inter- 
Regional. Mr. Plast joined the Cook 
County Inspection Bureau in 1950 fol- 
lowing graduation from the Illinois In- 
stitute of Technology with Bachelor of 
Science degree in fire protection engi- 
neering. He has been involved in con- 
sultative, statistical and rules and form 
work, and has served as superintendent 
of filings since 1959. 

A CPCU, Mr. Plast is vice president of 
the Chicago Chapter of CPCU. For five 
years he has been an instructor in the 
Insurance Institute of America study 
program, and he serves as a lecturer for 
a study course sponsored by the Chicago 
Board of Underwriters. 


Riverdale, Illinois. Oscarette winners 
in Division 2 ($100,000 to $250,000 annual 
volume) are W. Lyman Case & Co, 
Columbus, Ohio; McElroy- Minister 
Company, also of Columbus, Ohio and 
Sidney E, Smith Co., Inc., Opportunity, 
Wash. 

Stephen Day Agency, Broad Brook, 
Conn. won the Oscarette award in Divi- 
sion 1 (under $100,000 annual volume.) 


Panel of Six Judges 


Serving on the panel of six judges 
were Kermit Schweithelm, advertising 
and public relations director of Chase- 
Manhattan Bank; Charles H. Gardner, 
president Remington Advertising, Spring- 
field, Mass.; Gordon R. Lichtwardt, 
advertising manager, General Tire & 
Rubber Co., Akron, Ohio; William C. 
Heimburg, vice president, Reply-O- 
Letter, New York; Art Schlosser, presi- 
dent, Monogram Art Studios, New York, 
and Charles H. Eyles, president, Richard 
Foley Advertising Agency, Philadelphia. 

For two of the Oscar winners, it was 
a repeat performance. The Cutshall 
Agency also won the .top award in its 
division last year, and John Roy Camp- 
bell Insurance Agency, Inc. first won the 
bronze Oscar in 1957. 

Formal presentation of the four Oscar 
awards will be made at IAC’s annual 
convention, June 18-21 at the Equinox 
House, Manchester, Vt. All of the Oscar 
and Oscarette—winning entries will be on 
display during the convention. IAC co- 
chairmen for the ninth annual agents ad- 
vertising awards program were G. M. 
Kiefer, advertising manager of the Amer- 
ican Casualty, Reading, Pa. and ; 
Scheer, advertising and public relations 
director of the Zurich Insurance Com- 
panies, Chicago. 


President Federation of 
New York Women’s Clubs 





DORIS M. PHELPS 

Doris M. Phelps of Syracuse has been 
elected president of the Federation of 
New York Insurance Women’s Clubs. 
The election climaxed the three day ses- 
sion of the eighteenth annual meeting of 
the Federation just completed at the 
Biltmore in New York. Miss Phelps has 
long been active in the Federation, 
which comprises 19 clubs and 1,000 mem- 
bers. Since 1953 she has held committee 
chairmanships in newsletter and publica- 
tions, ways and means, special education 


and education. She has served as treas- 
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urer and just completed a term as vice 
president. In her home club, the Syra- 
cuse Insurance Women’s Association, she 
has held all important posts and served 
as president in 1953-54. 

The new Federation president has been 
an employe of the Kemper Insurance 
Group in Syracuse for 29 years, serving 
in many departments and presently 
supervisor of the transcribing depart- 
ment. She is a past president of the 
Kemper Women’s Club. She is the first 
representative of mutual insurance to 
serve as president of the Federation. 


RELIANCE TO BOOST CAPITAL 





New Stock to be Used in Exchange of 
Stock of Standard Accident; Mc- 
Dermott Elected Vice Pres. 

The Reliance Insurance Co. of Phila- 
delphia last week voted to increase the 
authorized capital stock from $12,000,000 
to $24,000,000, which is represented by 
an increase in the number of $10 par 
value shares from 1,200,000 to 2,400,000. 
All officers of the company were re- 
elected and in addition Joseph H. Mc- 
Dermott was elected vice president 
Alvah C. Schuck and Archibald Murray 
were elected assistant secretaries. 

Mr. McDermott is in charge of the 
fidelity and surety operations of Re- 
liance, having joined the company in 
1951. He was graduated from Temple 
University and entered insurance with 
Indemnity Insurance Company of North 
America and was later with Manufac- 
turers Casualty prior to joining the Re- 
liance. 

Mr. Murray has been manager of the 
head office marine department. He 
joined Reliance in 1954. Following at- 
tendance at Rutgers University, he en- 
tered insurance in New York. 

Mr. Schuck is in the Western depart- 
ment, in Madison, Wis., and has been 
with Reliance since 1937. His primary 
responsibility is in production and under- 
writing in the Middle West. 

The Reliance this week offered 492,626 
shares of its capital stock in exchange 
for the capital stock of the Standard 
Accident at the rate of one share of Re- 
liance for one share of Standard Acci- 
dent stock. The First Boston Corpora- 
tion and Merrill Lynch, Pierce, Fenner & 
Smith are managing a group of securities 
dealers to solicit tenders of Standard 
Accident stock. 

The exchange offer will expire on May 
24 unless extended by Reliance. The ex- 
change is conditioned upon the tender of 
not less than 80% of the capital stock 
of Standard Accident. 

Reliance is primarily a fire and marine 
carrier while the Standard Accident is 
primarily engaged in the casualty and 
surety business. Both companies write 
all lines but the emphasis referred to 
reflects the traditional background of the 
two companies over the years. It is ex- 
pected that if the exchange becomes ef- 
fective the Standard Accident will con- 
tinue to operate as a separate company. 

If the exchange becomes effective, the 
Group will have combined assets in ex- 
cess of $290 million, with premium vol- 
ume in excess of $150 million and policy- 
holders’ surplus of over $90 million. 


McMullen Manager of 


Tampa Insurance Agency 
Announcement is made by Joseph S. 
Frelinghuysen, Jr., president of Tampa 
Insurance Agency, Inc., Tampa, Fla., 
of appointment of Thomas K. McMullen 
as manager. Mr. McMullen has been 
traveling F lorida for ten years represent- 
ing various insurance companies. 
Other Tampans who are members of 
the board of directors of Tampa Insur- 
ance Agency, Inc. include Forrest A. 


Heath, M. J. O’Brien and C. C. Vega, Jr. 


Tampa Insurance Agency, Inc., is af- 
filiated with J. S. Frelinghuysen Cor- 
poration of New York, an insurance 


brokerage firm doing a nationwide busi- 
ness, with offices in principal cities 
throughout the United States. 








Page 20 





April 28, 1961 








Underwriters Salvage Co. of N. Y. 
Cooperates Closely with Blue Goose 





Left to right: 


et ae 


P. M. Winchester, president, Winchester Associates Inc., past 


most loyal grand gander; R. F. Stumpf, regional manager, Paterson, N. J., General 
Adjustment Bureau, Inc., present most loyal grand gander; Fred L. Bross, Jr., man- 
ager, GAB at Jamaica, N. Y.; John J. McGovern, assistant secretary, committee on 
losses and adjustments, New York Board of Fire Underwriters, present most loyal 
gander; L. F. Buck, Jr., Buck & Stasse, Inc., present supervisor of the flock; George 
E. Adams, president, L. C. Dameron, Inc., present custodian of goslings; A. H. 
Harris, special agent, Camden Fire, present keeper of Golden Goose Egg; D. E. 
Wolff, president, Weekly Underwriter Co., present wielder of Goose Quill. 





Left to right: R. C. Williams, secretary, Hanover Group, past most loyal gander; 
John H. Connelley, sup2rintendent, Underwriters Salvage Co. of New York; John 


G. McClure, Jr., vice president and general manager, 


Underwriters Salvage Co.; 


William F. Padberg, assistant general agent, Underwriters Salvage Co.; John J. 
McGovern, assistant secretary, committee on losses and adjustments of New York 
Board of Fire Underwriters, present most loyal gander; Lloyd F. Harjes, secretary- 


treasurer, Underwriters Salvage Cce.; 
Salvage Co 


Mucl yf the success of the Spring 


f the New York City 


Worcester Mutual Sells 
Home Office Building 


Directors of the Worcester M utual 
Mass., announced sale 
yme office building to the Roman 
> Diocese of Worcester. Accord- 
ing J hn Adam, Jr., president of the 
Worcester Mutual, “our company like 
many business concerns today is faced 
with increasing operating costs and 
competition. The trend is to seek 
out ways to reduce costs and improve 
the competitive position. Today’s sale of 
our home office building is a result of 
many months of study and planning in 
order to make effective and necessary 
economies.” 

The colonial structure at 49 Elm Street, 
built in 1955, is the sixth office occupied 
by the Worcester Mutual since the com- 
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Edward H. Barrett, special agent, Underwriters 


nearly 200 men at the recent dinner, is 


| se G. McClure, Jr., vice president and 
general manag f the U nderwriters 
rat oO He peg ie assoc iated with 





Blue se for 37 years as a member of 
the Richmond, Va., Pond, originally aa 
keen interest in 
activities of the international fire insur- 
ance fraternity 

mpany 
M« -Clure are 
those sh wn in the accom] panyi ing photo 
rr F tilkeerii se Max C. W Buchen- 
he rger, wh » recel itly retir ed as executive 
special agent. He i is chairman of the life 
committee of the New York 


asso- 
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City Pond and many years ago acted as 
wielder for about a decade John H. 
‘onnelley is the weilder-elect of the pon 
and will take office in September when 
new officers are installed 

pany was incorporated in 1823. The 
Worcester Mutual will now rent available 
space in the building of the State Mutual 
Life of America at 440 Lincoln Street 
W orcester 


Mutual Insurance Co., 
whose home office is now located at the 
Lincoln Street address, consolidated its 
sales force with ~~ f the Worcester 
Mut ual on March 

“The Worcester il continue 
: on its long-established dividend 
yasis,” said Mr. Adam. “The Guarantee 
Mutual will remain a deviating company, 
and we believe that both companies w.ll 
now be able to develop more efficiently 
our planned multiple-line operations to 
provide ‘one-stop’ selling for agents and 
‘one-stop’ buying for assureds.” 

The date of the move from 49 Elm 
Street to the State Mutual building has 
been set for July 1. 


lhe Guarantee 


to oper- 





Fred W. Kentner Dies; 
Former Travelers Mer. 


NEW YORK DEPARTMENT HEAD 
Retired From Post in 1946; Held in 
Deep Affection by Hundreds for 
Loyalty, Fine Character 





Fred W. Kentner, 
the New York 


Travelers Fire 


retired manager of 
department of The 
and widely beloved for 
his fine character and kindly personal 
traits as well as for his skill as an 
insurance executive, died suddenly of a 
heart attack April 19 at his home in 
Forest Hills, Long Island. He was 81 
years of age and had been retired since 
October, 1946. However, he had con- 
tinually maintained his interest in in- 
surance since then in various ways and 
was active until his death. 

At the time of his passing Mr. Kentner 
was on a committee of the New York 
Ex-Fieldmen’s Society preparing a revi- 
sion of the society’s history and he had 
contributed considerably to that revi- 
sion. As a charter member of the 
society, founded 40 years ago, he was 
to have received special honors at the 
forthcoming 1961 annual banquet May 3 


at the Gramercy Park Hotel in New 
York City. Many years ago he served a 
year as chairman of the society 

Mr. Kentner is survived by his wife, 
Mrs. Blanche C.Kentner; a son, Fred 
eric W. Kentner, and a daughter, Mrs. 
Georgine K. Fenno 

Honored by Travelers Staff 
When Mr. Kentner retired as New 


York manager of The Travelers Fire in 
1946 he was guest of honor at a dinner 
in New York given by close to 100 mem- 
bers of The Travelers Companies’ staff 
from New York and Hartford, including 
Vice President Esmond Ewing who was 
speaker. The latter expressed the feel- 
ings of affection which Mr. Kentner’s 
associates had long felt for him and also 
told of the guest of honor’s loyalty and 
fine services to The Travelers Fire since 
he organized the New York fire depart- 
ment 

One of the leading fire insurance pro- 
ducers and underwriters in the New York 
City area Mr. Kentner had served the 
industry for half a century. He en- 
tered it in 1896 when he went to work 
for Henry H. Hobbs, an independent 


adjuster. Two years later he joined 
Walter Selvage, a public adjuster. Not 
long afterwards the old Tariff Associa- 


tion disbanded, leading to cancellation 


and rewriting of hundreds of fire poli- 
cies. As youne Mr. Kentner was known 
as an excellent penman he was _ hired 
by the Queen to write policies, in an 

a when most policies were still written 
by hand. 

Other home office assignment were 

en to Mr. Kentner and later he was 
appointed a special agent in New Eng- 


land. Following this he went 


into the 
western New York field, i 


covering the 


Rochester and Syracuse fields also for 
the old Phenix of Brooklyn, which he 
joined in 1907. A few years later he 
became affiliated with the North British 
& Mercantile, serving successively as as- 
sistant general agent and general agent 


in charge of New York State. 

In 1915 Mr. Kentner was named vice 
president of the City of New York In- 
surance Co., then an independent com- 
pany. When the company was bought 
by the Home Insurance Co. in 1920 Mr. 
Kentner resigned and became assistant 
United States manager of the Svea and 
vice president of the Hudson. Two years 
later he obtained his own agency when 
he bought out the agency business of 
Starkweather & Shepley in New York 
City, representing the Alliance of Phila- 
delphia, Star of America, Sentinel and 
Nationale of Paris 


Joined Travelers 


In 1925 The Travelers formed The 
lravelers Fire and put in charge as 
vice president Robert H. Williams, 


in 1925 


formerly with the Liverpool & London 
& Globe and a close friend of Mr. 
Kentner. This confidence in the known 


CPCU to Hold Buyers’ 


Day at Hempstead May 9 
Long Island (N. Y.) chapter of CPCU 
will hold an Insurance Buyers’ Day May 
9 at Hofstra College, Hempstead. The 
conference is_ primarily designed for 
those supervising commercial insurance 
programs. The keynote speaker will be 
Bernard J. Daenzer, president Wohlreich 
& Anderson and executive vice president, 


Gibraltar, whose address is entitled “In- 

surance—Yesterday, Today and Tomor- 
” 
TOW. 

Other speakers will be Loren W. 


Smoyer, vice president F. J. Fynn Asso- 
ciates, on the theory of risk manage- 
ment; Robert B. Schellerup, Union Bag- 
Camp Paper Corp., on administration of 
corporate programs; and Arthur Macau- 
lay Jr., Blades & Macaulay, on analyzing 
and evaluating loss exposures. 

Rudolf S. Christiansen, vice president 
American Reciprocal, will discuss busi- 
ness interruption; Harry J. Mueller, 
Inter-Regional Insurance Conference. 
will analyze package policies for indus- 
try; and Joseph Smith, Union Carbide 
Corp., will describe practical ways to 
reduce insurance costs. 


Rockefeller Vetoes Bill 
On Conditional Vendors 


Governor Rockefeller of New York 
has disapproved a bill which was intro- 
duced by Boeaticr. William F. Condon to 
amend the insurance law in relation to 
excluding conditional vendors from cer- 
tain prohibited relationships with insur- 
ance agents and brokers 

Senator Condon, a Westchester Coun- 
ty Republican, is chairman of the Joint 
Legislative Committee on Insurance 
Rates and Regulations 

The measure would have provided that 

affiliated and subsidiary corporations 
shall not include conditional vendors or 
their assignees, in the provisions relating 
to restrictions on real estate agents and 
brokers receiving commissions on their 
own property or risks, or rebates from 
premiums thereon. 

In disapproving the bill, the Governor 
said, “This bill would permit the grant- 
ing of rebates in insurance to conditional 
vendors or to their assignees. The 
insurance law prohibits rebating in any 
type of insurance. No reason is apparent 
to warrant such an extraordinary ex- 
ception. The Department of Insurance 
and the New York State Association of 
Insurance Agents recommend  disap- 
proval.” 


Insurance Anchor Club 


Communion and Dinner 


Plans have been made for the twenty- 
second annual Corporate Communion 
Mass of the Insurance Anchor Club. 
This year the Mass will be celebrated 
at St. Peter’s Church on Barclay Street, 
New York at 5:30 P.M. on Ascension 
Day, Thursday, May 11, Dinner will fol- 
low at the Railroad and Machinery 
Club of New York. 

The Rev. Francis P. Canavan S. J. 
Ph.D., associate editor of America, and 
James F. Day, will be the speakers. 

Tickets may be obtained from Alfred 
A. Lyons, president, CO 7-4780, or Thos 
Calogero, committee chairman, WO 
2-1200, or any member of the insurance 
Anchor Club. 





ability of the latter led to his being asked 
to become New York metropolitan man- 
ager. He moved his agency to the 
Travelers headquarters and gradually 
gave up representation of all companies 
in the agency which he then liquidated. 
During his 21 years with The Travelers 
Fire he built up an excellent volume of 
profitable business. 

Long active in the New York Board 
of Fire Underwriters and New York Fire 
Insurance Exchange Mr. Kentner in 1946 
was vice president of the board and also 
held numerous important committee 
chairmanships and memberships. 
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ON YOUR CUSTOMER’S TRUCK CARGO 


And maybe you should! Thieves and hijackers set another 
new record last year. They hit shippers with a whopping 
$365,000,000 in losses. 

Watch the papers. “HIJACKERS SCOOP $70,000 
IN MERCHANDISE FROM STALLED TRUCK”; 
“STOLEN TRUCK FOUND MINUS 32,000 POUNDS 
OF MEAT.” A daily story. 


National Union Insurance Companies 


But now well-informed agents can offer their assureds 
modern, sensible protection. This includes (1) ingenious, 
new anti-theft devices, and (2) specially designed policies 
from National Union Insurance Companies. 

National Union has the whole story. Send for it to- 
day. Build your customer’s protection with this added 
insurance. Write to: 





Pittsburgh, Pa. 


Bonds + Casualty + Fire + Inland Marine « Ocean Marine 








Page 22 






THE EASTERN 
UNDERWRITER 














April 28, 1961 











S. R. Franz Co. Elects New Officers; 
In Larger Quarters at 55 John Street 





Left to right are Fred A. Woznay, Silas R. Franz, James J. Reilly, Erno M. 
Hartmann and Robert J. Mathews. 


In keeping with the expansion of its 


business the Silas R. Franz Co., Inc. 
will move on May 1 from 96 Fulton 
ey New York to larger quarters an 


he 12th floor at 55 John Street. Founded 

on August 13, 1944, this organization 
specializes in insurance and fraud in- 
vestigations and personnel reports 


In a recent election of officers Robert 


J. Mathews was named president and 
treasurer of Silas R. Franz Co. and Mr. 
Franz, the founder, was elected board 


chairman and chief executive office. 
James J. Reilly was designated exec- 
utive vice president; Erno M. Hartmann 
as vice president and secretary, and Fred 
\. Woznay as issistant secretary and 
sales manager. 
officers—Messrs. 
and Woznay — 


Three of these 
Mathews, Hartmann 





Insurance Service Assn. 
Meets May 4-5 in Oregon 


The Insurance Service 
America will hold its rice meeting 
on Thursday, May 4, and Friday, May 5 
at the Sheraton-Portland Hotel, Port- 
land, Ore. The association has 51 pro- 
duction members in key cities throughout 
he United States, Canada and Mexico 
which are formed as an association to 
face the challenge of servicing national 
and multi-states accounts. 


Association of 


The representatives at this two-day 
session will attend meetings which will 
help them service insurance accounts 
in their area. 


started with the company in its first year 
of operation. Mr. Mathews was the 
first office manager; Mr. Hartmann 
began as chief inspector, and Mr. Woz- 
nay’s first assignment was as head of 
New Jersey operations. 

Mr. Reilly joined Silas R. Franz Co 
in March, 1956, as chief of high level 
personnel reports and is still in charge 
of this phase of its operations. 


Chairman Franz’s Background 


Silas R. Franz began his inspection 
career in March, 1927, with Retail Credit 
Co, as an inspector in metropolitan New 
York. He resigned in 1934 to join Serv- 
ice Review, Inc., New York, as a 
man. Five years later he took a similar 
post with O’Hanlon Reports, Inc., New 
York, specializing in inland marine 
inspection reports. Since going into 
business for himself 17 years ago he has 
been eminently ‘successful. 


sales- 


MUTUAL AGENTS’ AD AIDS 
Art Advertising Associates of Arling- 
ton, Va., have been pepeeees exclusive 
representatives to handle the sale of ad- 
vertising aids to eaibare of the Na- 
tional Association of Mutual Insuranc« 
Agents. In making the announcement, 
Association General Manager 
Stringfellow also said that the national 
headquarters staff is working with the 
Virginia firm in the preparation of a 
catalog of approved advertising aids. It 
will be distributed to NAMIA’s more 
than 9,000 members in May 


WEGHORN 
IS AHEAD OF 
THE FIELD 


We Land the Marines! Seven Inland Marine Com- 
panies are allied with Weghorn . . . to help you land 
more marine business. Another way Weghorn builds 
better business for brokers. 


John C. Weghorn Agency, Inc. 
102 Maiden Lane, N. Y. 5, N. Y. DI 4-8420 





Muth Nominated to Head 
New York State Agents 


Raymond A. Muth of Newark, N. Y. 
has been nominated as president of the 
New York State Association of Insur- 
ance Agents to succeed Robert B. 
Douglass of Potsdam. Election of officers 
takes place during the annual convention 
at Syracuse May 7-10. Mr. Muth is now 
executive vice president. 

George A. Kramer, Jr., 
is slated to move up to executive vice 
president; Sidney Mang, Sidney, is nom- 
inated as treasurer and Past President 
Arthur F. Blum, Rockaway Park, is 
named as state national director to suc- 
ceed Craig Thorn, Jr., Hudson. 

Nominated as regional vice presidents 


Williston Park 


are Ben J. Hemley, Jamaica; Harold 
Nichols, Tupper Lake, and Harry K 
Lown, Batavia. Directors named are: 
Clifford Sahm, Great Neck, Nassau 
County; William Hanssler, New York 
City; Thomas P,. Walsh, Staten Island, 
Richmond County; Dana Higgins, Rome, 
Oneida County; George Brewer, Platts- 
burgh, Clinton County, and John Russell, 
3inghamton, Broome ne 


Hartford Forms New 
Survey-Brokerage Dept. 


Formation of a new 
department in the Eastern department 
of The Hartford Fire has been an- 
nounced by James Wyper, Jr., vice pres- 
ident and secretary. William J. Smith 
has been named superintendent of the 
combined department, and Hans G. 
Aschenbach, assistant superintendent. 
Robert W. Dussault was named exam- 
iner. 

Mr. Smith joined the company’s survey 
department in 1926. He is a World War 
If veteran of nearly three years’ military 
service. A Hartford native, Mr. Smith 
was graduated from Hartford Public 
Hig h School. 

Mr. Aschenbach, 
ford Fire since 1934 


survey-brokerage 


associated with Hart- 
, Was graduated from 
Hartford Public High School and the 
University of Connecticut. During 
World War II he served with the Army 
Infantry and was awarded the Purple 
Heart and the Bronze Star. 

Mr. Dussault joined the survey de- 
partment in 1947. He was graduated 
from Glastonbury High School and is a 
two year veteran of military 
during the Korean conflict. 


service 


Rockefeller Approves 
Temporary License Bill 


Governor Rockefeller of New York 
has approved the following measure as 
Chapter 767 of the Laws of 1961: 

The bill, which was introduced by 
Assemblyman Louis Kalish, Democrat of 


Kings County, amends the Insurance 
Law in relation to issuance of a tem- 
porary insurance agent’s or insurance 


broker's license in the event of total dis- 
ability of licensee. 

The measure states that 
be amended and a new 
added to Insurance Law. 


section 120-a 
section 120-b be 
It further permits 
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the Insurance Superintendent to issue 
temporary insurance agent’s or broker's 
license or both, without written exam- 


ination or other qualification, to next of 
_ of person who becomes totally dis- 
abled and prevented from duties of oc- 
cupation and who was licensed accident 
and health insurance agent or licensed 
insurance agent or broker, at commence- 
ment of disability. 

The bill fixes a period of term, makes 
provisions for renewal and extends to 
July 1, 1962, the power of the superin- 
tendent to issue temporary licenses for 
members of the U. S. armed forces. 





Nw 
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Member of the New York City Insurance Agents Assn., Inc. 


evorldwide insurance 
WOrth 4-7400 


FIRE - AUTO - INLAND MARINE 














XUM 





April 28, 1961 








Page 23 








Inter-Regional Executive 


Dies After Heart Attack 


T. D. McCARL 


Theodor D. McCarl, well known man- 
ager of the reporting form service de- 
partment of the Inter-Regional Insur- 
ance Conference, died April 24 at Valley 
Hospital in Ridgewood, N. J. Death fol- 
lowed a coronary attack at hrs home 
April 17. 

Mr. McCarl, who was 64 years old, was 
born in Creston, Iowa, later moving = 
Hastings, Nebr., where he attended the 
public schools and then gré iduated from 
the University of Nebraska. At the Uni- 
versity he was a member of the Beta 
Theta Pi Fraternity. During World W 4 
I ~*~ served as a lieutenant in the U. 


pd McCarl began his insurance career 
in 1922 with a local agency in Hastings 
prior to an appointment with the Ne- 
braska Insurance Department. He served 
with the Department until joining the 
old Interstate Underwriters Board in 
1929 as assistant manager. He was made 
manager upon the retirement of John 

Dumont and then served as manager 
of the Multiple Location Service Office 
and the successor organization, the Re- 
porting Form Service Office before its 
merger with the Inter-Regional Insur- 
ance Conference. 

He is survived by his widow, two 
daughters and five grandchildren. 


Thomas E. Wood Dies 


Thomas E, Wood, president of the well 
known Thomas E, Wood, Inc., insurance 
agency and Wood Realty Co. of Cincin- 
nati, died April 24 in Philadelphia at age 
63. He was also chairman of the board 
of the Cincinnati Royals professional 
basketball team and the Cincinnati Turf 
Club. He was a leading figure in the 
racing world. 

Mr. Wood entered insurance with his 
father after serving in France during 
World War I with the Marine Corps. At 
31 Mr. Wood was president of the Ohio 
Agents Association. Surviving are a son, 
a daughter, two grandchildren and four 
sisters. 


General F. & C. Names 


Gauvry Sales Director 
Appointment of Frank A. Gauvry as 
director of sales and marketing for 
General Fire & Casualty, New York 
City, is announced. The newly created 
sales and marketing department will 
coordinate all sales, promotional and 
business development research activities 
on_a company-wide basis, 

Prior to joining the General, Mr. 
Gauvry was a sales superintendent and 
a branch manager for Zurich Insurance 
Co. Prior to that, he was with Fidelity 
and Casualty in its Philadelphia branch 
office. 





LOWE KANSAS CITY EXEC. 
Glens Falls Vice Pees. Becomes Exec- 
utive of Kansas City F. & M., Now 
Affiliate of Glens Falls 


Arthur L. Lowe, a vice president of 
the Glens Falls insurance Co., Glens 
Falls, N. Y., has been elected executive 


vice president and chairman of the exec- 
utive committee of the Kansas City Fire 
and Marine, the midwestern affiliate of 


the Glens Falls. Mr. Lowe was also 
named a director of the Kansas City 
company. 


Other changes include election of Fred 
H. Calvin to the post of senior vice 


president and William T. Clark as a 
member of the investment committee of 
the company. Mr. Calvin has been vice 
president in charge of underwriting and 
production operations since 1952. Mr. 
Clark is financial vice president and sec- 
retary of the Glens Falls. 

Mr. Lowe has been associated with the 
Glens Falls since 1922. He has served 
in a number of positions including those 
of fire underwriter, special agent in New 
York, West Virginia, Massachusetts and 
Rhode Island, assistant manager of the 
home office fire loss department and 
fire underwriting superintendent. In 1955 
he became vice president in charge of all 


INTRODUCING... 
ATNA 
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fire and multi-peril underwriting for the 
company. 

He is also a member of the governing 
committees of the New Jersey Fire In- 
surance Rating Organization, the West 
Virginia Rating Bureau and a member 
of the executive committee and habita- 
tional risk committee of Inter-Regional 
Insurance Conference. 

Mr. Lowe will move his residence to 
Kansas City in the near future. 

Mr. Clark became a member of the 
investment department of the Glens 
Falls in 1952 and was elected secretary 
in 1953. He was promoted to his present 
post in March of this year. 


Here’s how to pull dollars out of the hat — and put them into your pocket. Make May and 
June your Avtna marine magic months. Prospects everywhere — Laundries and Dry Cleaners, 
Deferred Payment Merchandise, Yachts, Outboard Motors and Boats — to name a few. Don’t 
miss your share of this business that so often leads to other good business. Your AXtna fieldman 
can help you perform some marine magic. Ask him for A®tna’s new kit full of sales aids. 
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Johnson on D. C, 


The public interest will be 
tected 


better pro 


when the insurance rating laws 


are adjusted in accordance with 


recom 


mendations recently advanced by the 


1 1 “nt 
three major stock company associations 
spokesman said at a zone 5 


National Association of 
Commissioners at Omah 


an industry 
meeting of the 
mee ANCcé 
Nel 

“7 Clay 


inson, chairman of a joint 
committee the Associatic 5 
and Surety Companies, the Inland Ma 
rine Underwriters Association and th 
National Board of Fire Under 

and also executive vice president of the 


Royal-Globe Insurance Companies, ad 





writers, 





dressed the commissioners on the topic 
‘Are State Rating Laws Protecting th« 
Public ?” rring to the associations 





legislative recommendations which in 
clude a “Gline-with right-of-immediate¢ 
use” type of rating law, Mi: Johnson 
expressed the hope that the commission 
ers would be these recon 


guided by 


mendations in their deliberations 





n the subject 
aplgreres Signposts 
Pointing out that “any Congressional 
or Feder: al signposts indicating what, in 


the opinion of Congress, is in the 
interest are not 
s< eking the 
wheth 
ing in the i 
said “some of t 
gressional 


public 
X ignored when 
answer to the 
gulatory laws are 
interest,” Mr. Johnson 
ie writing on the Con 


signposts is not too 


que stion 





yperat 





legible 


“Approximately 16 years ago Congress 


enacted two separate regulatory laws for 
insurance in the District of Columbia and 
it would be difficult to find two laws 
nore divergent in concept,” he said 


“The casualty law permits immediate us 
of rates after filing; the fire law pro 


hibits immediate use of rates (« xcept 
special circumstances). The casualty law 
permits any number of rating organiza 


tions; the fire law permits only one. The 
casualty law membership in rat 
ing organizations catirely voluntary; the 
fire law makes it mandato 

it would appear that 16 years ago thi 
Congress thought that each of these pat 
terns was in the public interest for thi 
articular kind of insurance being regu- 


] 
makes 


ry Cherefore, 





Mr. Johnson referred to Senator 
O’ Mah« proposal “which would 
change both laws in the District and 
would provide greater f 
pete—even greater than 
vided under the existing casualty law,” 
and pointed out that a bill embodying 
Si nator O’Mahoney’s propos r has been 
introduced in the current Congress by 
Senator Kefauver and others 

“The Superintendent of Insurance for 
the District of Columbia appears to pre 
fer a different eooanch, viz., amendment 
and expansion of the existing casualty 
law so as to include regulation of prop 
erty insurance rates,’ Mr. Johnson 
stated. “Senator Kefauver’s bill has not 
yet gone to hearing. Whether the 
of its sponsors represent the 
view of th 


uation at 
clear—the 
that the 


for fire 


meys 


reedom to 
presently pro 


com 


views 
najority 
e Congress is a matter of spec 
this point, but this much is 
proponents of the bill believ« 
existing pattern of regulation 
insurance in the District of Col 


umbia is not in the public interest 
‘And if their views should be sustained 
by the majority in Congress then one 


ould conclude that this represents the 





pattern of state law which the Congress 
r $ as satisfactory regulation under 
the Me -Carran Act, obviating the exer- 
cise by the Congress of its reserved 


that 
also that 
tion which fell 
standard so established by 


power of repeal or amendment of 
act. One could then conclude 
ern of state re gula 
short of the 


the aoe for the District of Colum- 
bia would not be regarded by Congress 
as satisfactory regulation and might, 


therefore, be the cause of its repeal or 
amendment of the McCarran Act.” 

“Prior Approval” 

_Mr Johnson 

rior approval” 


Delays 
said that the record in 
states shows many in- 


Rating Proposals 


stances of delay in granting needed rate 
increases in connection with bureau fil 
ings. “Surely, it cannot be said to be 
in the public interest when companies 
are found to curtail their acceptance of 
business because of inability to charge an 
adequate rate,” he stated.“In other in- 
stances, however, the delay in approval 

been in reference to new or broad 
ened forms of coverage at reduced rates 


Certainly, no one could say that the 
public interest is served by withholding 
from insurance buyers broader protec 


tion at lower cost. 

could be corrected by a 
change from the ‘prior approval’ to a 
‘filing-with-right-of-immediate-use type 
of rating law which is a prominent fea- 
ture of the bill which Senator Kefauver 
has recommended for adoption in the 
District of Columbia and throughout the 
country,” Mr. Johnson said 


“Deficiencies 


Part II of Talk in Philadelphia 


istern Agents 
ing in Philadelphia last 
aspects of the same 
Hlowing is Part II of his 


Mr. Johnson, at the Ei 
Conference meet 
week, liscussed 

-oblem. Fi 

lk there: 

“Needless to say, our 
atter respect have in 
1 by the polit 


difficulties in the 
major part 
ical spotlig ght 
approval’ laws have 
bureau rate filings. The 
action of C 


been 
which 
placed 
resulting 
ymmissioners has 





ause 





the ‘p 
upon 


negative 


ften been dictated by political opp )Si- 
ion not based upon sound or factual 
reason. Obviously. the dilemma facing 
bureau companies in such instances has 


been int erable 
with 
threat 


“We regard political interference 
rates as the greatest present-day 
to our business and it is difficult to see 
why our agents cannot recognize this 
menace. Because insurance is impressed 
with a public interest, there is a great 
temptation on the part of the regulators 
to tamper with rates in order to produce 
what they consider to be desirable poli- 
tical, social or economic results. We 
believe that this is a corruption of the 


(Continued on Page 25) 





EAC PR BREAKFAST HELD 





Insurance Information Institute and 
Agents Tell of Progress Made in 
Various Fields 

Public relations developments in the 
Eastern field were outlined at a break- 
fast conference in Philadelphia last week 
sponsored by the Insurance Information 
Institute. About 100 state association 
officers from the Eastern Agents Con- 
ference field attended and “Triple I” was 
represented by General Manager Carroll 
Bat — Assistant Manager Robert Mc- 
Kay, Paul H. Blaisdell, Richard Bliss and 
Charles Clark, also an assistant manager. 

Vice President George Peacock of the 
Agricultural welcomed the agents and 
turned the meeting over to Mr. Mc- 
Kay. The latter cited growing areas of 
cooperation between field clubs and local 
boards. Mr. Bliss is aiding in this effort 


for “Triple I.” Speakers’ bureaus are 
being expanded. Nine fact sheets have 
gone to local board leaders for use in 


contacts with editors when stories with 
insurance angles develop. George Hughes 
Rhode Island executive secretary, told of 
the success in getting cooperation from 
the editor of the Providence Journal. 
Pennsylvania also uses the fact sheets 
with advantage. 

A present experiment is an 
news ‘service consisting of 
articles for use as 
written by agents 


agents’ 
informative 
weekly columns 
answering questions 
of general interest to the public, and 
what policyholders should do when 
various types of losses occur. This serv- 
ice has had a good initial reception. 
Mr. Clark is in charge of this effort. 

The gs year old scholarship pro- 
gram at the University of Maryland has 
been eminently successful. Frederick 
Doremus, assistant manager of Inter- 
Regional, said. Many graduates of the 
long-standing scholarship program in the 
Mid-West now hold top posts in in- 
surance. Seven Eastern rating organiza- 
tions aid in the program for 15 scholar- 
ships at Maryland University engineer- 
ing courses. Students are selected gen- 
erally from smaller communities and 
45 are being screened now for the 15 
awards. Agents, as well as company 
men are members of the scholarship 
committee. The graduates are required 
to work with insurance organizations 
for a certain number of years. 
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Thorn Urges All Insurers 
To Have Agent a Director 


CRAIG THORN, JR. 


Philadelphia, April 17—Craig Thorn, 
Ir., Hudson, N. Y., director of New York 
State Associ: ition, told the NATA direc- 
tors that “agent representation on a com- 
pany board of directors could help liaison 
tremendously. There is no reason why 
there should not be the closest liaison 
between the agent and his company. 

“Why not have each company take a 
real stride toward liaison with its agents 
by deliberately and carefully selecting 
one and placing him on the company’s 
board of directors. This could be for a 
limited term, perhaps three years. Such 
an agent selected could very likely be one 
who is successful in his agency operation 
and who is a present or past officer of 
his state association, such as a past presi- 
dent; in other words one who has al- 
ready earned the high respect of both 
the company and his fellow agents. 

“With this agent sitting on the com- 
pany’s board of directors the entire 
gamut of company-agent relations would 
have both sides represented. The agent 
would be able to advise the other board 
members on all matters involving their 
agents, no matter how sticky such prob- 
lems were. At the end of his three-year 
term the agent director would be re- 
placed by a new face, probably from a 
different state,” Mr. Thorn said. 

“This agent director would also be 
available to the various department heads 
of the company for consultation on these 
same company-agent matters. Whenever 
any important change in agency relation- 
ships was involved, the agent would be 
consulted first. Thus many of the very 
poor public relations decisions of the 
past might be avoided or minimized in 
the future.” 


BUFFALO AGENCY MOVES 
Laverack & Haines, 54 years old Buf- 
falo, N. Y., insurance firm located in the 
Blue Cross Building for 24 years, has 
moved into new offices in the Chamber 
of Commerce Building, President Donald 
L. Hayes announced. 
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National Union Directors 
Elected at Pittsburgh 


Directors elected at the annual stock- 
holders meeting of the National Union 
Fire of Pittsburgh, are: 

Albert B. Brushaber, Pittsburgh; John 
A. Byerly, chairman of board, Pittsburgh 


National Bank; Albert B. Craig, presi- 
dent, Chartiers Oil Co.; A. K. Hatfield, 
vice president- treasurer; Kenneth C. 


Mellon National 
David G. Hill, pres- 


Hewitt, vice president, 
Bank and Trust Co. 


ident, Pittsburgh Plate Glass Co.; Roy 
A. Hunt, chairman of executive commit- 
tee, Aluminum Company of America; 
Benjamin F. Jones, III, director, Jones 
& Laughlin Steel Corp.; Wm. Knox, 


Moorhead & Knox, attorneys; George L. 


Langreth, vice president—finance, Blaw- 
Knox Co.; Charles Lockhart, vice presi- 
dent, Lockhart Iron & Steel Co.; Wil- 


liam MacLean, president; Robert F. Mil- 
ler, senior vice president; Ralph New- 
man, senior vice president; Gwilym A. 
Price, chairman of board, Westinghouse 
Electric Corp.; Joseph G. Robinson, 
Reed Smith, Shaw & McClay, attorneys; 
Willard F. Rockwell, Jr., president, Rock- 
well Manufacturing Co. 

The same directors also were elected 
for the National Union Indemnity of 
Pittsburgh a | wholly owned subsidiary. 


Hl. Clay J Johnson Talk 


(Continued from Page 24) 
rate regulatory process and that it should 
be resisted at all costs. 
Preservation of Rating Bureaus 

“As agents, I am sure you share our 
fundamental belief that rating bureaus 
render a service which is useful and 
valuable not only to the insurance busi- 
ness and to the regulatory authorities 
but also to the insuring public. I am 
equally sure you share our desire to 
preserve rating bureaus for the purpose 
of continuing this service. 

“Tt seems, therefore, that we only 
differ as to methods. Our members com- 
panies believe that the preservation of 
rating bureaus can best be accomplished 
by removing the disadvantageous con- 
ditions attendant upon membership and 
subscribership and allowing companies 
to act individually with respect to rates 
and forms whenever necessary in order 
to keep pace with competition. 

“We believe that the removal of these 
disadvantageous conditions will encour- 
age rather than discourage membership 
and subscribership in rating bureaus and 
will thereby contribute to their continued 
existence and financial support, making 
possible in even greater degree the col- 
lection of sound statistical information 
necessary for intelligent rate making. 
Anyone who thinks that rating bureaus 
and their activities can be held intact 
under today’s conditions by merely trying 
to maintain the status quo is either pos- 
sessed of ostrich-type vision or else 
simply isn’t awake to what is going on 
in the business. 

“As stock-agency companies, our mem- 
hers believe devoutly in the agent’s in- 
dependence from the standpoint of his 
legal rights under the usual form of 
Agency Agreement, including his owner- 
ship of ‘expirations’ and everything else 
that goes with it. However, it is a sur- 
prising thing when agents publicly ab- 
dicate their positions as company repre- 





sentatives and state that thev are the 
‘personal representatives of the insur- 
ance buying public.’ 

“The first responsibility of an agent 


and, in fact, the main thing which distin- 
guishes him from a broker is his author- 
ized representation of a company—and 
that includes the most precious privilege 
belonging to an agent, namely his binding 
authority. Certainly the concept of ‘in- 
dependence’ for the agent has never 
embraced the thought that an agent could 
abandon his companies’ interests and 
espouse courses of action diametrically 
opposed to the welfare of his companies. 
Stock-agency companies obviously need 
agents to represent them. But agents 
also need companies to represent. With- 
out their companies behind them agents 
are like an ambassador at large without 
portfolio.” 


Fireman’s Fund Aids Program to 
Attract Youth to Agency Business 


A number of educators, vocational ex- 
perts and leading agents joined ranks 
last week in a campaign to attract youth 
to the insurance agency business. Their 
messages, presented through the medium 
of The Record, monthly magazine pro- 
duced by Fireman’s Fund Insurance Co. 
for its agent representatives, will reach 
thousands of young men and women 
graduating this year from high schools 
and colleges. 

An incisive line of reasoning prompted 
the printing of the special May issue, 
which is devoted entirely to vocational 
guidance. It was this: 

“As an industry, it has been said, we 
in insurance have failed miserably to 
portray the greatness of our business and 
the rewards it holds for competent young 
men and women. With enthusiasm and 
great expectations, they are eager to 
manifest their interest in other fields. 
For us, there is doubt, or worse, indiffer- 
ence. 

Competition for Young Men 

“The competitive problem, if not met, 
will eventually erode away the prime 
source of growth, both on the company 
side and the American Agency System 
side. In the next 20 years our population 
will increase nearly 20%. But there will 
be a rise of only 3% in young men be- 
tween 25 and 45. The wider we can 
spread the word of the solid worth of 
our attractive industry, both company- 
wise and agency-wise, the surer we can 


be of our industry’s future.” 

On that premise, the foundation was 
laid months ago for the May Record. 
Exclusive articles were prepared by 
Porter Ellis, president of the National 


Association of Insurance Agents; by J. 
C. Schroeder, president of the California 


Association of Insurance Agents; Russell 
J. Fornwalt, well-known vocational coun- 
selor of New York City; Herman J. 
Keck, educational director of The Fund; 
and other authorities. 

Other May features 
that help the reader decide whether he 
is a good “risk” for insurance as a 
career, highlights on the insurance busi- 
ness generally, the superior selling and 
servicing procedures followed by the 
average independent agent and his tre- 
mendous importance to the economy of 
the nation. 

Extra copies of the May Record were 
made available to subscribing producers 
of The Fund, who ordinarily distribute 
the magazine primarily among clients 
and prospects. This time, so close to 
graduation day, it was felt they would 
want to broaden circulation beyond its 
usual 100,000 press run and they did. 

All copies carried the subscribing 
agent’s imprint and his congratulatory 
message to youth about to embark upon 
a business career. Because of the suc- 
cess of the May issue, The Record 
hereafter will be devoted exclusively to 
insurance several times yearly—easy-to- 
read insurance topics of interest to the 
public. Additional copies of these will be 
available to regular subscribers. 

PEARL TRANSFERS FARNE 

Companies of the Pearl-Monarch In- 
surance Group, which are the Pearl As- 
surance and the Monarch of Ohio, an- 
nounce appointment of William H. Farne 
as special agent for southern Virginia. 
Mr. Farne joined the Pearl-Monarch 
Group in 1954 and prior to his recent 
transfer was special agent for West 
Virginia. 
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Boston Producer Hits 
Life Entry in Fire Field 


Entrance of life insurance companies 
into the property-liability insurance field 
is frowned President 


O. Penni, Jr., of the Insurance 


upon by Samuel 
3rokers 
Penni, 
Truman Hayes & Co. of- 
ing of fire-casualty 
writers that the life 
ing, company 


Association of Massachusetts. Mr 
who heads the 
fice, told a meet y under- 
direct bill- 
and non-transfer- 
business “is so close to direct 
and agents that I feel 
their entering the fire field 


insurers’ 
housing 
ability of 
writing captive 
and casualty 
is not in the best interests of the insur- 
ance buyer or of the insurance producer.” 

Mr. Penni said that an understanding 
between American 


of the differences 


agency system fire and 


panies and the 


casualty com- 
agency system as it 
operates in life insurance is 
“The majority of life 


housed by the 


necessary 
vast agents are 


company, use company 


telephones, have their letters typed in 
a company-paid secretarial pool, have 
either very limited or no vested re 
newal commission rights, their business 





is not salable 

“Apart from the fact that generally 
speaking they are allowed to broker 
business which is not acceptable to their 
own company, they are by our standards 
operating very, very close to what we 
call a direct writer or captive agent,” 
he said. “In fact, they are more ‘cap- 
tive’ than the direct writer agent in that 
the product they sell by its very nature 
is almost non-transferable.” 


AETNA PROMOTES PERRICA 

Promotion of George M. Perrica from 
claim adjuster to supervisor in the Aetna 
Insurance Co., Hartford branch claim 
department is announced. A native of 


Ohio, Mr. Perrica attended Providence 
College and New Bedford Institute of 
Technology. Before joining the Aetna 


in 1960, he was claim adjuster with an- 
other insurance company and_ subse- 
quently an independent adjuster. More 


recently he was connected with a utility 


company in New England. 
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Weed Elected President 


Automobile Claims Assn. 


Howard E. Weed of the Boston In- 
surance Co. was elected president of the 
Automobile Claims Association at the 
annual meeting in New York City. He 
succeeds Forrest McVean of the Han- 
over. Other newly elected officers are: 
Tom E. Hickman, America Fore Loyalty 
Group, vice president; William J. Ennis, 
American Home, treasurer; Joseph Ma- 
zur, Corroon & Reynolds Group, secre- 
tary. Mr. McVean was elected a direc- 
tor and Mario R. Cacace, American Plan, 
continues as advisor to the board of di- 
rectors. 


Gilmore Address 


(Continued from Page 1) 


matter of licensing surplus line producers 
and business placed directly with the 
non-admitted market. To mix or con- 
fuse the two can be fatal to any realistic 
understanding of the problem. 

“Second, legislation providing the bes 
protection to the public will require ae 
highest ethical and business judgment 
standards on the part of licensed surplus 
line producers. Neither white lists of 
eligible non-admitted insurers nor black 
lists will take care of the culprit bent 
on defrauding his client. 

“Third, no legislation 
vantages to the non-admitted market 
not shared by licensed insurers 

“Fourth, where possible, non-admitted 
insurers should pay taxes commensurate 
to those paid by admitted insurers.” 

Mr. Gilmore 
estimated volume 


should give ad- 


pointed out that the 
of business placed in 


the non- admitted market is conserva- 
tively “in the neighborhood of $400,000,- 
000, exclusive of reinsurance.” This 


figure, he indicated, includes insurance 
eyo in the non-admitted market direct- 
ly and also that placed through licensed 
surplus line producers 


Defines Surplus Line Business 


“For purposes of my discussion, I 
using surplus line business as meaning 
insurance placed in the non-admitted 
market through surplus line producers,” 
said Mr. Gilmore. “Direct business or 
business placed directly with a non- 
admitted market, as I think of it, in- 
cludes all insurance which is written in 
the non-admitted market but not through 
licensed surplus line producers. 

“The non-admitted market is, of course, 
principally Lloyd’s, but it includes other 
foreign insurers. It would also include 
those domestic companies which are 
licensed in one or two states, but which 
specialize in writing insurance on a non- 
admi tted basis. 

“The point I 


am 


want to emphasize is 


that the present uncertain legality of 
taxes on insureds who use the non- 
admitted market without utilizing local 


producers makes it quite probable that 
much of this business escapes local t 


tax- 
ation and, if that be a reasonably ac- 
curate assumption, then we have cer- 


tainly underestimated the total amount 
of business placed in the non-admitted 
market. 

“Is there any way to measure the 
amount of business going into the non- 
admitted market without passing through 
local surplus line producers?” Mr. Gil- 
more asked. “Up to the present time, 
we have found no satisfactory method. 
The insurance buyer organizations do 
not compile such information, nor has 
there been any reason why they should. 
It cannot be determined from the Federal 
4% documentary excise tax, as this is a 
stamp tax which covers a number of 
other documents in addition to insur- 
ance policies effected in the non- -admitted 
market. We are, in my opinion, still 
very much in the ‘dark as to the total of 


Ward Reelected Head of 
Inland Multiple Peril 


he Inland Multiple Peril Society held 
a meeting on April 18 at the Beekman 
Cafe in New York City. The occasion 
marked installation of officers and direc- 


tors of the society, now completing its 
first year. Addressing the meeting were 
Frank Caso and Pat Cuccaro of Inter- 


Regional Insurance Conference. Mr. 
Caso, superintendent of the habitational 
risks department of Inter-Regional, dis- 
cussed the July 1959, Homeowners’ and 
touched briefly on the new Farmowners’ 
program 

Mr. Cuccaro devoted attention to the 
special multiple peril policy program, em- 
bracing the motel policy and the apart- 
ment house policy. 

Officers, all reelected, were installed by 
John Courcsey of Sameth Agency. They 
are: Hugh Ward, Corroon & Reynolds, 
president; John Lane, Weghorn Agency, 
secretary; Bob Rudy, American, treas- 
urer; Bill Cole, Weghorn Agency, i 
ant secretary; Ken Dielman, American, 
assistant treasurer. 


assist- 


Also installed were the following di- 
rectors: Jack Clayton, Royal; John 
Cooper, Davis Agency; Fred Woznay, 
S. R. Franz Co., and Bob Upton, Upton 
Adjustment Co. 

a taint was made by Philip 


Wi inc hester 


on Thursday, 


of aa golf outing to be held 
May 235. 


non-admitted business. All we can say 
is that at least it totals four hundred 
million dollars, exclusive of reinsurance. 
In all probability this business, again 
exclusive of reinsurance, totals a good 
deal more than four hundred million 
dollars. 

Business in Non-Admitted Market 

“What kind of business. is written by 
the non-admitted market? Here again 
our only reasonably accurate sources are 
the Insurance Departments of states hav- 
ing surplus line laws. Most, if not all of 
these laws, exclude aircraft, ocean marine 
and insurance on rolling stock of rail- 
roads. These lines, we know, have a 
sizable non-admitted market probably, 
for the most part, Lloyd’s. The surplus 
line laws would cover, with some excep- 
tions, most of the other lines written 
by fire and casualty companies. 

“The largest line premium-wise written 
through licensed surplus line producers 
is liability. This is supported by all 
figures received from the state Insurance 
Departments. For example, in New York 
in 1959, some thirteen and a half million 
dollars of premiums were thee by 
licensed surplus line brokers; 60.7% was 
casualty, 11.7% fire, 19.5% inland marine 
and 8.1% other lines. The picture is 
similar in other states where we obtained 
a breakdown by line of business. In 1960 
over twenty-seven million dollars in 
premiums passed through the California 


Surplus Line Association, ten million 
dollars of which was liability other 
than auto, and over four million 
dollars excess liability. In New Jersey, 


for the 12 month period ending December 
31, 1960, their surplus line examining 
office reported over the three million 
dollars of premiums, 32% of which was 
fire and the remainder other than fire. 

“Tf it is true that most of the business 
going through the machinery of surplus 
line laws is the relatively small risk, 
then it would follow that the big risk, 
the large buyer, for the most part deals 
directly and not through the state sur- 
plus line laws. This seems logical in terms 
of his skill, know-how and the type of 
risk which he seeks to insure,” Mr. Gil- 
more observed. 


Reasons for Placing Business 


“Finally, why does this business go into 
the non-admitted market? There are 


Atlantic Cos. Quarter 
Century Club Elects 


New officers of the Quarter Century 
Club of the Atlantic Companies (Atlantic 
Mutual and Centennial) were elected at 
the eleventh annual meeting held in the 
Waldorf-Astoria Hotel in New York 
City. Elected were: C. H. Boger, pres- 
ident; Roy Thurnall, vice president, and 
Madeline Simpson, secretary-treasurer. 
Employes who have been with the 
Atlantic Companies 25 years or more are 
eligible for membership. 


Norman F. Christopher, 1960 club pres- 
ident, presided at the meeting which was 
attended by 37 active and retired mem- 
bers, including the Atlantic board chair- 
man, Franklin B. Tuttle, an active mem- 
ber; Miles F. York. president of the 
company, and Dale E. Taylor, executive 
vice president. 

Two new members were welcomed to 
the club: Carl E. Heissner, assistant 
secretary, inland marine, home office: 
and Philip F. Ruth, vice president and 
general manager, midwest division. 


probably many and diverse reasons. Here 
are some that come to mind: 
“1. Substandard 
readily 
“9 


risks which 
find a domestic market. 
Risks which tax the capacity of 
the non-admitted market, thus requiring 
additional markets to insure the excess. 

“3. Coverages which the admitted mar- 
ket does not sell for a variety of reasons. 

“4. Risks, usually the big ones, which 
are seeking a lower price than may be 
available in the admitted market. 

“If a non-admitted market can write 
this business, the question naturally 
comes to mind, why have not the do- 
mestic insurers supplied a market. Again, 
the reasons must be many and diverse. 
Our admitted carriers are geared to 
handle mass sulin Our insurers 
provide a market for millions and mil- 
lions of people. These people, and I am 


cannot 


thinking now largely of the personal 
lines, fall into underwriting categories. 
They cannot be underwritten in the 


specialized sense that the non-admitted 
insurer underwrites a risk. 

“Underwriting capacity as a reason for 
business going into the non-admitted 
market hardly needs explanation. No 
company wants to assume more business 
than its capital and surplus warrant, nor 
can every company afford to write a large 
volume of certain lines. Some have tried, 
including the non-admitted as well as 
the admitted, and come a cropper. When 
insureds cannot acquire the necessary 
amounts of insurance in our market, they 
will necessarily seek to obtain it in other 
markets. Historically, the lack of capa- 
city in the domestic market is the basis 
of the earliest surplus line laws which, 
in New York, go back to the turn of 
the century. 


Costs of Doing Business 


“Are our costs of doing business sso 
much higher than the non-admitted mar- 
ket? Very likely they are higher, but 
not in the same sense and degree as 
those which confront certain American 
manufacturers in competing with some 
foreign imports. We may have higher 
acquisition costs than the non-admitted 
market which, on some lines, will be 
reduced by rating plans which include 
graded commission scales. We must have 
higher general administrative costs. Our 
regulatory system requires us to support 
an administrative force which is unknown 
to the foreign market. 

“In other words, it is not just the fact 
that everything we do is subject to the 
regulatory authority of the Insurance 
Departments, but this very regulatory 
system forces the admitted carriers to 
employ administrative personnel which 


would be totally unnecessary in the 
absence of such regulation. 
“Certainly, the admitted companies 


must be carrying a higher tax burden. 
I am not prepared to state whether this 
is decisive or not in competing with 
the non-admitted market. This alone 
is an area where further factual data 
would be extremely helpful.” 
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HEMISPHERIC LUNCHEON 


T. C. Achilles of State Department to 
Address New York Meeting May 12; 
Nichols of AFIA to Preside 
Theodore C. Achilles, Special Assistant 
to Secretary of State who was on Pres- 


ident Kennedy’s task force on Latin 
America, will be the speaker at the 
annual Hemispheric Insurance Day 


luncheon on May 12 at the Pierre Hotel 
in New York City under the sponsorship 
of the Chamber of Commerce of the 
United States. Mr. Achilles, who former- 
ly served as United States ambassador 
to Peru, will discuss President Ken- 
nedy’s “Alliance for Progress” for speed- 
ing up the economic development of the 
Latin American republics. 

The purpose of this annual luncheon 
is to increase the interest and under- 
standing of insurance industry executives 
in the problems of Latin America, the 
program of the United States to help 
solve them, and the work of the Hemi- 
spheric Insurance Conference in working 
for closer relations with the insurance 
executives of the Latin countries. 

Hemispheric Insurance Day commem- 
orates the opening of the First Hemi- 
spheric Insurance Conference in New 
York City on May 14, 1946. While 
United States insurance leaders are as- 
sembled in New York, their counterparts 
in each of the Latin American countries 
will be observing the occasion with lunch- 
eons or banquets of their own. 

James O. Nichols, president of the 
American Foreign Insurance Association 
and chairman of the National Chamber's 
committee on the Hemispheric Insur- 
ance Conference, will preside at the May 
12 luncheon. New York State Super- 
intendent of Insurance Thomas Thacher 
will be a special guest. 

This year’s luncheon takes on more 
than usual importance both because of 
the expanded new economic assistance 
program for Latin America recently 
proposed by President Kennedy and also 
because the Eighth Hemispheric Insur- 
ance Conference will be held October 23 
to 29 in Lima, Peru. Already a large 
number of insurance executives from the 
United States have indicated their inten- 
tion to attend the conference as members 
of the U. S. delegation headed by Mr. 
Nichols. 


N. Y. Mariners Elect 


At the monthly meeting of the New 
York Mariners Club, Frank Richardson 
was honored as a part of Founders Day. 
Mr. Richardson is the first skipper of 
the club to retire. The new slate of of- 
ficers was officially installed. They in- 
clude John W. Nevin, of Appleton & 
Cox, Inc. as skipper, John Campbell, Jr. 
of R. A. Fulton as mate, Douglas Kicklin 
of Crum & Foster as purser and Robert 
Vairo of the Atlantic Companies as yeo- 
man. In addition, the following were 
elected directors for one year: Richard 


Brayton of the Marine Office of America, 
F. Witham of the Home and Vincent 
Wick of 
skipper. 


Talbot, Bird, the outgoing 
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Black Discloses New 
Home Ins. Auto Policy 


PLAN TO BE INTRODUCED SOON 








Low-rate, Quarterly Premium Policy 
Designed to Meet Competition from 
Cut-rate Companies 





Home Insurance Co. President Ken- 
neth E. Black this week verified a 
story circulating that his company in 
approximately four weeks expects to 
introduce a new quarterly premium pol- 
icy designed to meet competition from 
cut-rate companies. 

Speaking before the New York Society 
of Security Analysts, Mr. Black revealed 
that the policy will be issued for an 
initial period of three months and re- 
newed automatically on payment of a 
further premium each quarter. 


Predicts Company Will Break Even 


The price will be “comparable to the 
lowest-priced policies on the market, and 
in’ some ‘areas less.” With operating 
costs held down by centralized, auto- 
mated accounting, he predicted the com- 
pany will be able to break even with 
losses as great as 70% of the premium 
income, leaving 30% for expenses. He 
said an agent who sells the policy will 
get a 30% commission on the first three- 
month premium and 10% on each quar- 
terly renewal. 

“Heretofore we have approached this 
class of business defensively, but now 
we intend to go after it vigorously and 
on an aggressive basis,’ Mr. Black de- 
clared. He said the new policy has been 
tested for more than a year in Canada, 
with satisfactory results. 

General streamlining of operations, 
with electronic accounting that gives a 
close check on agents’ and branch of- 
fices’ result, has saved some $20 million 
in Home’s operating expenses in the past 
six years, Mr. Black brought out. The 
new system, he said, centralizes book- 
keeping in company headquarters and 
lets branch offices concentrate on sales 
and on servicing policyholders’ claims. 

Mr. Black indicated Home is consider- 
ing a merger of its subsidiary, Home 
Indemnity into the parent firm. The 
reason for such a merger would be to 
take advantage of income tax credits 
available to the subsidiary. The parent 
company has exhausted its tax credits, 
he noted. 


WEIGH COMPULSORY AUTO INS. 





Ontario Legislature Will Decide in Fall 
Session Whether Province Should 
Adopt Program 

The Ontario, Canada legislature will 
decide at its fall session whether the 
province should adopt compulsory auto 
insurance. 

It will have before it the report of a 
committee that has been studying the 
question since last year. The committee 
agreed its report must be ready for the 
next session of the legislature, expected 
in mid- November, 

Its chief task is to study auto insur- 
ance systems in effect in Canada and the 
U. S. and submit recommendations deal- 
ing particularly with compulsory insur- 
ance. 

Hon. James N. Allan, provincial treas- 
urer and committee chairman, said new 
briefs from interested groups will be 
heard, but those presented last year will 
not be rehashed. The committee will 
also recommend whether passengers in 
autos should be covered by public lia- 
bility policies. In Ontario, passengers 
now ride at their own risk. 





American Mutual Re. Elects 
Tressler Pres. and Director 


DAVID L. TRESSLER 


The election of David L. Tressler as 
president and director of American Mu- 
tual Reinsurance is announced by O. E. 
Ringquist, chairman of the board. 

Mr. Tressler was in the private prac- 
tice of law from 1936 to 1942. He was 
associate counsel with Security Mutual 
Casualty until joining American Mutual 
Re. in 1952 as counsel and claims man- 


ager. He was elected vice president in 
1955 and executive vice president in 
1960. As president and director Mr. 


Tressler succeeds Joseph P. Gibson, Jr., 
who has been president and director 
since 1953. 

Mr. Gibson has been active in the in- 
surance industry since 1919. He will act 


in an advisory capacity on insurance 
problems and will continue to act as 
manager of Mutual Atomic Energy 


Liability Underwriters. 


N. C. Compulsory Auto Ins. 
Law Extended Indefinitely 


The North Carolina Senate this week 
passed into law a bill extending indefi- 
nitely the state’s compulsory auto liabil- 
ity insurance law. 

Without a dissenting vote being heard, 
the Senate passed the extension measure 
on third reading. It had passed on sec- 
ond reading last Friday and was ap- 
proved by the House several days ago. 

Without the extension, the law, which 
required motorists to carry liability in- 
surance for the damage their autos cause, 
would have expired on May 15 

As the measure was enacted, Sen. 
Robert Morgan of Cleveland renewed 
the call for amendments to improve the 
liability insurance act. He said he had 
been assured that such measures will be 
introduced. 


F. & D. Declares Dividend 


Directors of Fidelity & Deposit Co. 
of Maryland have declared a quarterly 
dividend of 50 cents a share, payable 
May 23, to stockholders of record May 
8 on the 1,000,000 shares now outstand- 
ing. This is the same quarterly rate 
maintained on the smaller number of 
shares outstanding prior to the stock 
dividend of one share for each nine 
shares declared February 15 and payable 
April 20. 











ARE YOU GETTING THIS KIND OF fi 
~~ CONTINUING 
NATIONAL ADVERTISING SUPPORT? 


Two of the country's top golf tournaments 
added to Celebrity Golf series on NBC-TV 
help Kemper Insurance agents sell 


Topping off 26 Sundays of the exciting Celebrity Golf series on NBC-TV, 
these two special telecasts featuring golfing’s greats put the crowning 
touch on a solid schedule of prestige national advertising support for 
agents of the Kemper Insurance companies. 


Consistent week after week pre-selling— plus two big special golf telecasts 
—opens many doors to Kemper Insurance agents. This prestige national 
advertising reaches millions of top quality prospects with dramatic mes- 
sages on the services and facilities available through the independent local 
agent of a company of the Kemper Insurance group — one of the world’s 
largest prestige insurance organizations. 


If you're looking for this kind of national advertising support, and many 
other fine competitive advantages, join the thousands of agents who have 
found that—you compliment your agency when you represent Kemper 
Insurance. Mail the coupon below today! 


LUMBERMENS MUTUAL CASUALTY COMPANY AMERICAN MOTORISTS INSURANCE COMPANY 
FIDELITY LIFE ASSOCIATION (A Mutual Legal Reserve Company) 
AMERICAN MANUFACTURERS MUTUAL INSURANCE COMPANY + FEDERAL MUTUAL INSURANCE COMPANY 
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NASBP Wife Views 


’61 Convention 


Personalities Seen at Recent 19th Annual Meeting in San 
Francisco of National Association of Surety 


Bond Producers 


By Mrs. Glenn E. Wilkerson 
Phoenix, Ariz., and Detroit 


Two good friends of ours—-Ed 
and Bill Moore, Wichita 
the following human interest story 
nice Bo of National Association of 
appreciative to Mrs. Wilkerson for her 
stalwarts of the NASBP, operates 
Phoenix, Ariz.,) 
article follows: 


The choice of San Henneee for the 
19th samuel convention of National As- 
sociation of Surety Bond Producers 
proved to be a wise one in that it brought 
large attendance from the northwestern 
part of the United States, especially from 


Idaho, Oregon, Washington, California, 
Montana, North Dakota, Colorado and 
Utah. The usual faithful NASBP mem- 


bers from all over the rest of the country 
were in evidence, as always. 


* * * 

Louise and Tim McKee, Nashville, ar- 
rived early. He is president for 1961-62. 
Ed and Martha Cushman (he’s counsel 
for NASBP) were also early arrivals 


John and Vesta Lou 
Overton from Montgomery got in Sun- 
day noon, with marvelous tans—result 
of golf at Pebble Beach enroute to the 
convention. They were going to Lake 
Tahoe with the Brewers (Continental, 
At a after this meeting 

‘he Dan Bottrels and the S. Lyle Bates 
from lackson, Miss., also checked in 
early. It was a first visit to San Fran- 
cisco for both of them. George and 
Jackie Foster (Wilkerson Agency, Lans- 
ing office) were Sunday arrivals too, both 
ustic about their first trip to San 
Francisco and they loved it. They re- 
turned via Phoenix and a week's stay 
with the Wilkersons who live there in 
the winter 


from Philadelphia. 


enti husi: 


* * + 
Tom and Donna Rutherford, Roanoke, 
Va., combined this convention jaunt with 


fom, Jr., and Walton’s Spring h liday 
and stopped off at Disneyland, Grand 
Canyon and took in zoos, aquariums, 
movies, etc., at every stop The tw 


Toms did the mule-back trip down late 


Grand Canyon and had sunburns to prove 
it 
* * * 
Bill Phillips (Wm. R. Phillips Agency, 
Birmingham,) flew in Saturday in hrs 


Aero Commander (a gift 

reported.) Las Vegas 
and Phoenix were “intended” stops on his 
return flight home 

Bill Moore from Wichita 
on deck with his ever-present camera in 
hand. Bill looked a bit pale and was 
under careful scrutiny and care by Elma 

the spre of a very recent parting with 
his gall bladder. Incidentally, Elma is one 
wife who is also a member of NASBP. 
Bill’s pictures always turn out so 
everyone raves over them when he brings 
them to our NASBP hospitality hour 
* * - 


own plane, an 
from Sarah, he 


was always 


good 


availed themselves of see- 
town between and eve- 

of them as a result of a little 
folder sent to members before the con- 
vention. It was put out by Florence 
Dahlstrom of Wilkerson Agency's Fre- 
mont, Mich., office last year for the AGC 
‘onvention in San Francisco and repeated 


for NASBP 


Everyone 
ing the 


sessions 


some 


ning’s 


* * * 
“Bistros by the Bay.” One “cute” in- 
cident occurred as follows: Sunday night 
after the hospitality room hours every- 


me dispersed to somewhere for dinner 
Quite a few of us made a stop at “the 
Top of the Mark” before dinner—the 
McKees and the Jack Easts, Sr., and Jr. 
While there Jack Jr. encountered a set- 
bac k, he was asked for his I.D. card. It 
was not a joke, apparently, the Captain 


Trimble, vice president of Employers Reinsurance, 
agency executive—pe reunde d 
of people 
Surety Bond Producers 
mteresting account. 
a large 
and writes a sizable volume 


Mrs. Glenn 
seen and talked to at the 


Wilkerson to do 
April 10-12 
in San Francisco. We are 
Her husband, one of so 
agency in Detroit (with winter office 

of surety bond business. Mrs. Ww arsen's s 


was serious. So Jack shuffled through 
his wallet with pictures of his children 
to find his driver’s license to prove his 
age—in spite of protests by his mother 
who thought surely she could vouch for 
him, but he had to show the proof. Mary, 
his wife, was not a little annoyed, we're 
sure. She is younger than Jack is and 
her remark was: “No one asked me for 
my identification.” The thing that is odd 
about it, too, is that Jack Jr. is NASBP’s 
first vice president. 
* * ~ 


Monday was a red letter day for the 
ladies. The program was arranged by 
Mrs. Joseph Miller whose husband is 
of Miller & Ames, S. F. Mrs. Miller 
was ably assisted by Mrs. William F. 
Ames and Mrs. Harry T. Collins of their 
Los Angeles office. The ladies met at 


noon in the lobby of the St. Francis and 
boarded buses at Union Square to the 


“tune” of a brass band playing in the 
square. Loads of people milled around. 
Even the Mayor was there with a key 
to the city. The San Francisco Giants 
were also there. Of course, the “recep- 
tion” was for the Giants, who received 
the key to the city, but the timing was 


so perfect that it almost seemed as if 
the ladies were being welcomed, too. 


They drove to St. Francis Yacht Club, 
practically “under” the Golden Gate 
3ridge. What a view we had across to 


Sausalito, Berkeley, and the hills to the 
north, not to mention Alcatraz. The day 
was perfect and the sky and water 
matched. After a delightful luncheon the 
buses toured the city—past the Embar- 
cadero, Lincoln Park, the Cliff house 
(even a few seals were on view), along 
the shore and into famous Golden Gate 


Park. Then we drove up to the top 
of Twin Peaks and a panoramic view 
of all of S. F. and the peninsula. We 


returned via the old sections of the city, 
including the Mission of Dolores and a 
quick trip through the garden behind 
the old building which was completed 
five days before the Declaration of In- 
dependence was signed. A big, big thank 
you to Mrs. Miller for such a delightful 
day, beautifully planned and well carried 
out. We won't soon forget it. 

* * > 
members of NASBP 
their first convention included: Ben 
Joyce, Lincoln, Neb.; S. Lyle — and 
Sam Reid, Jackson, Miss.; C. M. Haines, 
Billings, "Mont.: Calvin "ee Soriero, 
Houston; Walker A. Garrot. Denver, 
Robert Deering and Robert Minot, 
Angeles; Omar Bratrud, Tacoma: 
Knutsen, Astoria, Oregon, and 
B. Bryant, Watertown, N. a 

* 


New 


present for 


Le ss 
Fx ord 
Robert 


Now for a few sidelights on the con- 
vention’s speakers and special guests. 
Clinton P. Anderson, U. S. Senator from 
New sapere was a dynamic speaker as 
well as being a terrific personality. We 
were a tg impressed by the quality of the 
speeches by Bill Pullen. U. S. F. & G 
president, and James Crafts, head of 
the Fund Companies. John Overton 
seemed pleased to have his fellow towns- 
man, W. M. Blount, on the program for 
a constructive talk and the San Francis- 
cans beamed with pride over the fine job 
done by D. C. Sutherland Bank of Amer- 
ica’s senior vice pre sident. 

The Ralph 


Neelys, ‘Oklahoma City, 


Fabian Bachrach 
RALPH NEELY 
Called Home Suddenly 


were called home Sunday morning. Their 
son, Paul Jr. was seriously injured in an 
automobile accident. It was good news 
Wednesday morning to hear that Paul 
had been removed from the oxygen tent 
and his fractures were on the mend. 

It was good to renew acquaintance with 
Sam Beery, Colorado Commissioner and 
president of National Association of In- 
surance Commissioners. He has attended 
other NASBP sessions and has been at 


the Greenbrier, White Sulphur, for the 
fall conventions of National Association 
of Surety Bond Agents and NASBP 


Executives where the NASBP directors 
annually meet in October. 


Casualty & Surety Assn. 
And NBCU to Meet May 9 


Annual meetings of the Association of 
Casualty and Surety Companies and the 
National Bureau of C asualty Underwrit- 
ers will be held May 9 in the Sert Room 


of the Waldorf-Astoria Hotel in New 
York. 

The date and place of the meetings 
were jointly announced by Dewey 
Dorsett, general manager of the asso- 


ciation, and William Leslie, Jr., 
manager of the National Bureau. 

Officers as well as members of the ex 
ecutive committees will be elected and 
annual reports will be submitted at the 
business Ape wien ig Starting at 9:30 am. 
for the National Bureau and 10:30 a.m 
for the association. 

Former New York Justice David W. 
Peck, now of the law firm of Sullivan 
& Cromwell, will address the association's 
annual meeting. His talk will cover mat- 
ters having to do with the relationship 
of Association companies to the courts 
and the bar in general. The business 
se ssions will be followed at noon by the 
joint annual reception and luncheon. 

The fifth annual meeting of the Nu- 
clear Energy Liability Insurance Asso- 
ciation will be held at 2:30 p.m. in the 
West Foyer of the Waldorf-Astoria 
Hotel. 


general 


G. S. McGILL, IR. PROMOTED 

George S McGill Jr. has been promoted 
to superintendent of the New York-Home 
Office claim division at the New York 
City office of Aetna Casualty & Surety. 

A graduate of Dickinson College, Mr. 
McGill joined Aetna Casualty in 1941 at 
Philadelphia. He has been serving as 
regional claim supervisor at Stamford, 
Conn. for the past year. 


NAGLE COLUMBUS MGR. 


Paul Nagle has been appointed Colum- 


bus, O. manager of Aetna Casualty & 
Surety, succeeding Leon W. Berg who 
resigned. 


Mr. Nagle formerly served in Cleveland 
as manager of the property underwriting 
department. 





American F.&C. Net Income 
Down; Andrews Tells Why 


American Fidelity & Casualty and its 
subsidiary, American Fidelity Fire, re- 
ported to stockholders that consolidated 
net income in 1960 totaled $689,462. This 
compared with net income of $5,525,972 
in 1959, 

The decrease resulted mainly from the 
company’s voluntarily giving up its long- 
haul truck business, T. Coleman Andrews, 
president of both companies, indicated. 
He said the company is now negotiating 
reinsurance contracts that will restore 
the company’s volume. 

Mr. Andrews explained that the com- 
pany suspended its long-haul truck busi- 
ness, beginning in the summer of 1959, 
because “nationwide unsatisfactory un- 
derwriting experience had developed in 
1955 that defied all efforts to stop it.” 

The company still has a large volume 
of claims to pay off, he said, and a 
Federal income tax case remains un- 
settled. 

Mr. Andrews, however does not fore- 
see any possibility that the claims re- 
serve will prove inadequate or that the 
income tax settlement will be greater 
than the companies’ reserves for taxes 
and other contingencies, 


Fox to Manage New Eastern 


Office for Mutual Alliance 
William V. Fox, Jr. Pennsylvania 
deputy commissioner of insurance, has 
been appointed manager of the new 
eastern office of the American Mutual 
Insurance Alliance and affiliated associa- 
tions in New York City, general man- 
ager Newell R. Johnson has announced. 
Mr. Fox is a native of Philadelphia, 
and a business administration graduate 
of St. Joseph’s College there. From — 
to 1948, except for four years of U. 


Army Service, he was associated as 
Standard Accident in the Philadelphia 
area, working as a casualty and surety 


claimsman, underwriter and field repre- 
sentative. From 1948 to 1952 he was 
manager of the fire and marine depart- 
ment in the Philadelphia office of the 
Planet Insurance Co. From 1952 to 1955 
he was employed by Continental Casualty 
as manager of its aviation and special 
risks department (accident and health), 
and as manager of its Philadelphia 
branch office. 

He joined the Pennsylvania Insurance 
thenatanaet in 1955 as multiple-peril ac- 
tuary and since 1956 has been deputy 
commissioner in charge of the bureau 
of regulation of rates and policies, re- 
sponsible for regulation of all insurance 
rates and forms subject to statutory reg- 
ulation. 


Engstrom Retires; was Mgr. 


In Phila. for Aetna C. & S. 


Theodore A. Engstrom, manager of the 
Philadelphia office of Aetna Casualty & 
Surety for the past 33 years, will retire 
May 1 under the company’s retirement 
plan. He will be succeeded by Alanson 
Crandall, who has headed the company’s 
Des Moines, Ia. office since 1957. 

Mr. Rasitroms, who joined the organ- 
ization as an office boy at St. Paul, Minn., 
has a total of 47 years’ service with the 
company. He was named manager of the 
St. Paul office in 1921 and held that posi- 
tion until going to Philadelphia as man- 
ager in 1928. 

Mr. Engstrom has been serving as vice 
president and director of the Insurance 
Federation of Pennsylvania and is a past 
president of the Casualty and Surety 
Managers Association. 


D. of C. OKs MERITmatic 


The District of Columbia has approved 
Zurich-American’s MERITmatic auto- 
mobile insurance. This low-cost protec- 
tion for the safe driver, to be written in 
the American Guarantee & Liability In- 
surance Company, is presently available 
in 31 states. 
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MacBean, Kinnamon, Greaves Make 
Informative Reports to the NAIA 


Three of the NAIA’s committee chair- 
men—Roy H. MacBean, Cranford, N. J., 
who heads the casualty committee; Dor- 
sey B. Kinnamon, CPCU, Wilmington, 
Del., compulsory automobile 
subcommittee head, and S. W. 
River Edge, N. J., accident prevention 
chairman—brought NAIA members up to 
date on developments in their respective 
fields at last midyear 
in Philadelphia. 

Mr. MacBean praised the work done in 
the past year at NAIA con- 
ference subcommittee meetings and said: 


insurance 
Greaves, 


week’s meeting 


technical 


“They are advantageous to us because 
such meetings tend more and more to 
cut across the traditional lines of cas- 
ualty, property, fidelity and surety. 
Whether we like it or not, our business 
is changing rapidly. Therefore, we must 
continue to be on top of these changes, 
and this new committee realignment is 
more able to cope with these changes 
than under previous setups.’ 

Mr. MacBean was glad to report that 
minutes of meetings held by the techni- 
cal subcommittee with rating bureaus will 
hereafter be furnished to NAIA commit- 
tee members as a regular practice within 
9) days after such meetings take place. 

He then put on the record the follow- 
ing steps taken as a result of new and 
approved rate and policy program filings 
—matters with which the casualty com- 
mittee has been at grips with for some 
time. They include the new special multi- 
peril — of the Inter-Regional Con- 
ference in which a motel policy is the 
first form avi railable (already filed in about 


30 states); an apartment house owners 
form which, he said, will shortly follow. 
He noted that these new “package” pol- 


icies will include mandatory public lia- 
bility and property coverages as well as 
(on an optional basis) such important 
additional perils as products liability, 
medical payments, personal injury, ele- 
vator collision, watercraft, CPL and 
crime coverages similar to those now of- 
fered by a DDD contract. 

Package policy discounts, he explained, 
will be approximately 25% on the motel 
form and 20% on the apartment house 
form 
Mr. MacBean 
policy will be 


said that a 
ready for 


Continuing, 
firm package 


filing in the near future. He further 
revealed that new filings on outboard 
motorboat liability have been made in 


almost all jurisdictions with reductions 
ranging from 20% to 60% over the cost 
of this coverage as it has existed since 
the 1960 changes. He noted with satisfac- 
tion that automatic coverage is now 
granted for replacement outboard motors 
“regardless of horsepower and without 
premium adjustment during the policy 
term, as respects outboard motor lia- 
bility coverage added to CPL policies.” 
While a step in the right direction, he 
did not feel that this goes far enough. 
However, we regarded as “good news” 
from the homeowners standpoint that in 
addition to the same percentage reduc- 
tion in cost of outboard motor liz rbility, 
the homeowners filing with respect to 
this form “is going to include completely 
automatic coverage with respect to all 
outboard motors regardless of horse- 
power or whether or not the outboards 
are newly acquired or replacements. 
New W.C. Experience Rating Plan 


Mr. MacBean then referred to a new 
workmen's compensation experience rat- 
ing plan for which the National Council 
on Compensation Insurance is striving to 


obtain a common inception date. The 
plan is expected to become effective 
“sometime in 1961,” he said, [ts over- 


all affect has not been changed, he ex- 
plained, “but many rules have been clar- 
ified and the method of calculating the 
experience modification is being amended 


National Council is also trying to 
speed up release of such modification 
data on interstate risks, a step in this 
direction being the acquisition of a Rem- 
ington-Rand Univac solid state 90 data 
processing system.” 

As to the continuing problem of private 
passenger car insurance he reported that 
territorial refinement studies are. still 
continuing as a joint effort between 
NBCU’s automobile division and the NA- 
UA. In addition, 13 additional states are 
scheduled for specific territorial refine- 
ment studies in 1961 and the bureaus 
are using agents and agent’s associations 
in some states. Mr. MacBean’s recom- 
mendation was that individual state as- 
sociations and even locals should be pre- 
pared to cooperate with the bureaus in 
such refinement study. 

He went on to say that with 
adoption of safe driver and 
private passenger car plans 


further 
merit rate 
expected, 


this program should be in force soon in 
all of the remaining states. Thirty states 
now have the program in force. He ex- 
pects further refinement of driver class- 
ification by age because of the signed 
application requirement. He also expects 
that before close of 1961 “we will finally 
have the combined garage liability (BI 
and PD and medical payments) and 
garage keepers legal liability contracts 
available.” 
“Non-Can” Auto Policy Only in N. Y. 
NAIA delegates were cheered by Mr. 
MacBean’s comment that the so-called 
“non-can” auto policy, now available in 
New York State, will not be made avail- 
able elsewhere at this time. 
3efore closing his report he 
at January conferences with NBCU’s 
automobile division the entire subject 
to automobile assigned risk plans were 
discussed, including the suggested plan 
of Edgar E. Isaacs, who is now Conti- 
nental Casualty’s executive vice president. 
He said that NAIA has been informed 
that this subject has been referred to As- 
sociation of Casualty & Surety Compan- 


said that 


Dorsey B. Kinnamon in reporting on 
compulsory automobile insurance trends 
said that “everything considered, 1961 
does not appear to have been a bad year 
to date insofar as inroads of compulsory 
automobile insurance are concerned. This 
is no doubt the result of effectiveness of 
the deterrent offerings plus broader en 
lightenment on part of members of the 
insurance fraternity, legislators and the 
public in general. Truth will out and the 
truth is that compulsory auto, at least as 
conceived to date, does not best 
the public interest.” 

Mr. Kinnamon’s committee has con- 
sidered plans espoused by associations 
throughout the country including unin- 
sured motorist, UJF and financial re- 
sponsibility. “It is generally conceded,” 
he remarked, “that their greatest value 
is a deterrent to compulsory automobile 
insurance.” NAITA’s strategy, he recom- 
mended, should be to propose and fight 
for plans that will offer a practicable so- 
lution to the problem of the innocent vic- 
tim of an irresponsible uninsured motor- 
ist. 


serve 


ies “where it will receive the necessary While there is no unanimity of opinion, 
study and will undoubtedly be handled Mr. Kinnamon feels that ot the con- 
by the AIll- Industry Committee on As-_ Structive plans offered thus far, manda- 
signed Risks.” (Continued on Page 30) 








But 
what 
have 

you 
done 

for 
me 
lately? y: 


Prudential’s up-to-date booklet, “Plain 
Talk on the New Social Security Law,” is 
doing plenty—right now—to help hundreds 
of brokers increase life sales. And it will 

do more because it has just been revised to 
keep pace with changes in the Social 
Security Law. By giving dollars-and-cents 
answers to many Social Security 

questions, it points up the importance of 
supplementing government benefits with 
income from a personal insurance program. 
Besides that, with every other page 

a wittily-captioned baby picture, “Plain Talk” 
is as entertaining as it is informative. 

Its appeal is virtually unlimited. 

Mail this coupon for your free sample 
copy of “Plain Talk on the New 

Social Security Law.” 


THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 





TO: BROKERAGE SERVICE, THE PRUDENTIAL, NEWARK lI, N, J. 

0 Please send me a sample copy of “Plain Talk on the 
New Social Security Law.” 

OI would like to know more about Prudential’s Brokerage 
Service and how it can make insurance sales easier for me. 


NAME 





ADDRESS. 
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Pacific Ins. and Surety Conference 


Holds Annual Meet; Fisher New Pres. 


insurance exec- 
the recent 12th 
Pacific Insur- 
held in 


An attendance of 75 
utives registered at 
annual convention of the 
ance and Surety Conference, 


was 








the Sar Barbara Biltmore Hotel, Santa 
Barbe Calif 

At the opening session, of this two 
lay meeting the discussion centered on 


management problems, led by Lawrence 
\. Appley president of American Man- 
agement Association, New York. Charles 
W. Ferguson, president, Balboa Insur- 
ance Co. and currently president of the 
Conference, presided. 


NAIA Reports 


(Continued from Page 29) 


ry uninsured motorists coverage is th 


best. “In states that have adopted it, 
particularly South Carolina and Virginia, 
seems to be working out well,” he 


Greaves on Accident Prevention 

The report on accident prevention, 
submitted by Stanley W em- 
braced (1) re ference to the new fiv e-year 
traffic safety program of the President’s 
mmittee for traffic safety with which 
his committee is actively participating; 
(2) a proposal that serious consideration 
be given to individual state association 
membership in the National Safety Coun- 
cil; (3) an urgent request that each 
NAIA association and/or local 
board entry for the annual 
award to be pre- 
annual convention; 
(4) the resolution of the New York State 
Association on the subject of laminated 
safety glass vs. tempered safety glass 
In this connection Mr. Greaves said that 
“currently all American manufacturers 
use both types of glass in their vehicles.” 
He did not feel that the uniformity of 
the American Standard’s Saf« ty code for 
safety glazing materials should be upset 

In closing, Mr. Greaves referred to the 
Federal Government's “Little Black 
Book” which is a national blacklist of 
potential highway menaces to be com- 
piled next year. He explained: “While 
| 1 will be on a voluntary basis, 
assume that the Government 
will delve deeper and deeper into our 
ighway deaths and injuries and 
eventually, of necessity, will have to take 


Greaves, 


+ 


State 
prepare its 
accident prevention 
sented at 1961 


the 


this progran 


is safe to 


; 
toll of 


over more and more phases of motor 
vehicle operations on our public high- 
ways in order to reduce the tragic loss 
ol ‘life m 


Name McKee Assoc. Actuary 

W. A. McKee of Canton, Ohio, has 
been named associate actuary for Nation- 
wide Mutual at its home in Colum 
bus, Ohio. He had been underwriting 
manager of Nationwide’s Northeastern 
Ohio Region for the past nine years. Mr. 


omce 


McKee will handle the development of 
new products and pricing systems. He 


with 


from 


been associated Nationwid 
since his graduation Ohio State 
University in 1946. He also holds a law 
degree from Franklin University in Col 
umbus 


has 


Nationwide Stock Dividend 


Directors of Nationwide Corp. have 
delared two stock distributions for 1961, 


each at the rate of one new share for 
every 40 shares held on record dates 
First distribution will be made May 


25 to holders of record April 28 and 
the second on November 22 to holders 
of October 31. They will be the seventh 
and eighth stock distributions made by 
the Corporation since 1956 

The Corporation is invested mainly in 
insurance stocks, and owns substantial 
interests in four insurance firms—Nation- 
wide Life, Michigan Life, Northwestern 
National Life, and National Casualty 


Luncheon speaker, F. Britton Mc- 
Connell, California Insurance Commis- 
sioner, was introduced by Mark A. Wells, 
president, The Insurance Journal. 

In the afternoon automobile problems 
in Oregon and Washington were pres- 
ented by W. A. Brooks, vice president 
of the Oregon Automobile of Portland, 
and Carl B. Birkenmeyer, executive vice 


president, United Pacific, Tacoma. 
Reports on California Governor's 
Brown’s proposed automobile accident 

commission plan were presented by 


Eugene Majeskie, Attorney. San Mateo, 
and James T. Blalock, vice president, 
Pacific Indemnity, Los Angeles 

Second Day’s Program 


\ discussion of unemployment and 
inemployment disability insurance and 
workmen’s compensation featured the 


second morning program participants 
were Eugene L. Wyman, Los Angeles 
attorney; Fred Drexler, senior vice pres- 


ident-secretary, Industrial Indemnity of 
San Francisco. Social Security was dis- 
cussed by Carl Fisher, vice president, 
Pacific Indemnity. 

That afternoon current legislation was 
evaluated by Mr. Blalock, for California; 
by W Brooks, vice president, Ore- 
gon Automobile, for Oregon by Carl B. 
Birkenmeyer, executive vice president, 
United Pacific for Washington, and by 
E. S. Willis, vice president, Employers 
Casualty, Dallas, for Texas, 


New Officers Elected 

New officers elected to serve for the 
1961-62 term are as follows: President, 
Carl Fisher, vice president, Pacific In- 
demnity, vice president, Ben H. Mitchell, 
president, Employers Casualty, and sec- 
retary-treasurer, James T. Blalock. 

Elected to the board of governors were 
Carl B. Birkenmeyer, executive vice 
president, United Pacific; T. A. Long, 
president, Guarantee Insurance Co., San 
Francisco; Fred Drexler, senior vice 
president-secretary, Industrial Indem- 
nity, and S. Arch Richards, executive 
vice president, Olympic of Los Angeles 

A meeting of the Pacific Ad- 
visory Association followed PISC 
gathering. 


Coast 
this 


Liberty Mutual’s New ‘Survival Car’ 


} 


) li 


- 





The front door of Liberty’s new “Survival Car II” is open to show a partial view 
of the interior. Both capsule chairs can be revolved in a full 360 degree circle. The 
passenger's chair has been turned 180 degrees to face the rear seat. Frank J. Crandell, 
chief engineer and assistant vice president, at the right, holds the door of this modi- 
fied 1960 BelAir Cheverolet. Dwight McCracken, vice president and manager of 
Liberty Mutual’s loss prevention department is at the left. 
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And For the Pedestrian: 
A Smooth Hood 


A modified four-door sedan, incorpor- 
ating safety design elements which 
makes it virtually impossible for the oc- 
cupants to be seriously injured in a crash, 
was shown last week in New York by the 
car’s sponsor, Liberty Mutual Insurance 
Co. 

Frank Crandell, Liberty Mutual chief 
engineer who designed the car, noted 
that the new “Survival Car ITI” is the 
second to be created and built by his 
company. The first, which was devel- 
oped jointly with Cornell Aeronautical 
Laboratories, was known as the “Sur- 
vival Car” and was unveiled in 1957. That 
car featured revolutionary design inno- 
vations built into a specially constructed 
body. The present car has been designed 
to demonstrate that it is possible to 
build comparable ‘safety features into a 
conventional production-line automobile 
without recourse to radical structural 
changes. 

Mr. Crandell noted that the design of 
both cars was based on an eight year 
research program conducted by Liberty 
Mutual. The results of this program 
proved conclusively that most severe 
auto collision injuries can be prevented 
or ameliorated if the occupants can be 
securely contained in their seats at the 
time of impact. Mr. Crandell said that 
Liberty Mutual’s concern with automo- 
bile safety stems from the company’s 
position as a leading writer of automo- 
bile insurance. 


“Capsule” Chairs Added 


Twenty-four design features have been 
incorporated into the new safety car, 
Mr. Crandell revealed. Most unusual is 
the use of two high-backed bucket seats 
to replace the conventional three-place 
front seat. These “capsule” chairs, pro- 
vided with seat belts and shoulder har- 
ness, will stay in place in head-on col- 
lisions at speeds of 30 miles per hour 
In addition, the “capsule” chairs will 
withstand similar impacts and support 
a 5,000 pound load, when struck from 
the sides and the rear of the car. The 
front seat of an ordinary automobile is 
usually torn from the floor at much 
lower impact. stresses, Mr. Crandell 
pointed out. 

Several important safety design fea- 
tures in the car’s steering mechanism 
are: a flexible steering shaft that will 
give in a crash situation, thus preventing 
the driver being impaled on the shaft; 
a steering tube that will telescope away 
from the driver during a crash in order 
to prevent chest and face injuries; a rec- 
tangular steering wheel positioned so 
that it will reduce the danger of kneecap 
injuries when the wheel telescopes. to- 
ward the dashboard; and a steering 
wheel of smaller diameter for greater 
visability. In addition, the special steer- 
ing wheel provides improved maneuver- 
ability, faster turning ability, and 
greater driving stability. 

Has Automatic Fire-Control System 


Other design features are: a safety 
brake device that automatically switches 
the hydraulic lines to provide two-wheel 
brake action should one of the hydraulic 
lines fail; an automatic fire-control sys- 
tem utilizing carbon dioxide to smother 
any fire in the engine compartment; a 
roll-over bar in “capsule” seats for 
greater head protection; restraining seat 
belts and shoulder harnesses on all seats; 
whip-lash injury prevention devices on 


all seats; laminated safety windshield 
with double-weight filler to afford 
greater resistance to penetration, but 


with no greater blow upon the head; 
“saflex” interlayer windshield to elimi- 
nate 95% of all ultra-violet rays and re- 
duce eye fatigue; tinted glass windows 
to reduce the heat, normally entering the 
car through the transparent glazing, by 
approximately 30%; arm support to min- 
imize driver and passenger fatigue; and 
side reflection mirrors for greater driver 
visibility. Besides the foregoing features 
designed for the safety of driver and 
passengers, the car has a smooth, cleanly 
designed hood to reduce injuries should 
a pedestrian be hit. 
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HIAA to Feature 


Sen. Robert S. Kerr will be the featured 
speaker May 10 at the annual meeting 
of the Health Insurance Association of 
America. 

The Oklahoma Democrat is co-author 
of the Kerr-Mills bill which, upon be- 
coming law last summer, authorized a 
grants-in-aid program of medical care 
assistance for the aged. Sen. Kerr will 
speak at the annual luncheon which 
climaxes the three-day HIAA meeting 
in New York’s. Biltmore Hotel. The 
program the morning of May 10 will be 
presided over by H. Lewis Rietz, HIAA 
vice president, and executive vice pres- 
ident of Great Southern Life. 

A symposium on “Metropolitan Hos- 
pital Planning—Guide To a Better Hos- 
pital System” will open the general ses- 


sion. Panel members are slated to be: 
Edward L. Ryerson, president of the 
Hospital Planning Council for Metro- 


politan Chicago, and retired chairman of 


the board, Inland Steel Co.; Karl S. 
Klicka, M. D., executive director, the 
Hospital Planning Council for Metro- 


politan Chicago; and Rosson I 
associate director and 
search for the council. 

Frederic M. Peirce, president of Gen- 
eral American Life, will follow the sym- 
posium with an address entitled, “The 
Health Insurance Horizon.” 


“Hartford Times” Editor to Speak 


The final speaker at the morning ses- 
sion will be Robert W. Lucas, editor of 
the Hartford (Conn.) Times. In March, 
Mr. Lucas wrote a five-part series on 
health care for the aged which appeared 
in his newspaper and other papers in 
the Gannett chain. 


.. Cardwell, 
director of re- 


GAS STATIONS TO SELL INS. 
Effective May 15, “Didoweter’s West 
Coast Flying A Stations Will Offer 
Travel Accident Policies 


Tidewater Oil. Co., announced this 
week that travel insurance, previously 
available to air passengers, will be sold 
to the earthbound through dispensing 
machines at West Coast Flying A sta- 
tions effective May 15. 

The Tidewater plan, aimed at attract- 
ing new patrons and boosting operators’ 
earnings through space rental fees, is 
believed to be first of its kind in the 
West Coast oil industry and offers, for 
a $1 premium, a $7,500 death and dis- 
memberment policy plus $500 medical and 
hospital expense coverage, according to 
W. B. Dubin, Tidewater’s western divi- 
sion marketing manager. 

Mr. Dubin said that the policy, avail- 
able to anyone between the ages of 
25 to 70, covers the insured for one 
full week of land travel. 

Beneficial Standard Life of Los An- 
geles has obtained the contract to un- 
derwrite policies to be sold through “the 
first coin-operated land travel insurance 
automatic dispensing machine to meet 
requirements of insurance departments 
in all states and Canada.” 

The portable machines, developed by 
PolicyMatic Corp. of Atlanta, were un- 
veiled in New York City recently at 
a national meeting of insurance agents 
and brokers who have been appointed 
state licensees of PolicyMatic Corp. 

The dispensing machine is_ battery 
operated and will be serviced by local 
independent insurance agents and bro- 
kers. 

The policies provide coverage for travel 
in cars, buses, trains, subways or trolleys, 


said Mr. Dubin. 





Sen. Kerr, May 10 


SEN. ROBERT S. KERR 

Sen. Kerr has held political office for 
almost 20 years. He was selected as a 
Democratic national committeeman in 
1940, and in 1942 became the first native 
Oklahoman to be elected governor. In 
1948, he was elected to the U. S. Senate 
and was re-elected in 1954 and 1960. 


Sen. Kerr serves as ranking Demo- 
cratic member of the Senate Finance 
Committee, which handles legislation 


pertaining to taxes, social security, tariffs, 
veterans and management of the public 
debt. He also is chairman of the Public 
Works Committee’s subcommittee on 
flood control, rivers and harbors, and is 
chairman of the Committee on Aero- 
nautical and Space Sciences. 

Other congressional assignments in- 
clude membership on the Joint Commit- 
tee on Internal Revenue Taxation, Joint 
Committee on Reduction of Nonessential 
Federal Expenditures, and the Demo- 
cratic Policy Committee. 
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Miss Madeleine McCrory, President of 


JAMES R. GARRETT, INC. 


announces with pleasure the removal 


of the agency’s offices AS OF MAY 1 to 


161 WILLIAM STREET, NEW YORK 
(14th Floor) 


This move is in keeping with the agency’s growth over 
many years at 45 John Street. The new offices, well laid 
out, are air conditioned and with plenty of sunlight. Under 
ideal working conditions we pledge better service than 
ever to our agent and broker friends. 


JAMES R. GARRETT, 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 





Rep. Curtis to Address 
Chamber of Commerce 


IS GUEST AT ANNUAL MEETING 


Health Care for Aged to be Discussed 
At Insurance Luncheon in D. C.; 
Sprague, Joanis Will Attend 








Congressman Thomas B. Curtis (R., 
Mo.) member of the House Ways and 
Means Committee and an outstanding 
Republican leader, will be the feature 
speaker at the insurance luncheon at the 
National Chamber’s Annual Meeting on 
Tuesday, May 2, in the Presidential 
Room of the Statler Hotel in Washing- 
ton. 

Rep. Curtis will discuss “Should We 
Have Health Care For The Aged Under 
Social Security?” A panel of three 
distinguished newspaper men will ques- 
tion Mr. Curtis on all phases of this 
issue. Two already announced are Syn- 
dicated Columnist Ralp de Toledano and 


Sterling Green of Associated Press. 
The Chamber’s annual meeting will 
open on Sunday, April 30, with the 


President’s Reception in the Hall of 
of Flags in the Chamber’s headquarters 
building from 3 to 5 p.m. and will close 


with the annual dinner on Wednesday 
evening, May 3, at the Sheraton-Park 


Hotel. 


Mortimer E. Sprague, vice president of 
Home Insurance Co. and a director of 
the National Chamber and chairman of 
its insurance committee, will head the 
insurance delegation at the meeting and 
will preside at the insurance luncheon 
on May 2. John W. Joanis, vice presi- 
dent-general counsel, Hardware Mutuals- 
Sentry Life, Stevens Point, Wis., will 
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act as moderator in the discussion at the 


luncheon. 

Observed A. L. Kirkpatrick, insurance 
department manager for the National 
Chamber: “Health care for the aged as 
an extension of social security is one 
of the top objectives of the Kennedy 
Administration. It is almost certain to 


be the subject of an intense battle when 
the social security bill, now pending in 
the House, reaches the floor of the 
Senate. The discussion at the May 2 
luncheon will give strong impetus to the 
forces which support the voluntary ap- 
proach and oppose the compulsory pro- 
Pp sal.” 


WHAT AILS YOUR HEALTH PLAN? ARTICLE IN 
MAY ISSUE OF ARGOSY GIVES SOME ANSWERS 


With the premise that, “most of us 
don’t know what we are paying for in 
our health plans,” Art Henley in the 
May issue of Argosy Magazine analyzes 
various major medical policies and tells 
how to determine whether “your current 
plan is operating on you or for you.” 
The article is titled: “What Ails Your 
Health Plan?” 

Mr. Henley criticizes Blue Cross and 
Blue Shield for unrealistic allowances 
for surgery and medical care. Blue 
plans, however, are not the only insurers 
to come under his scrutiny. He names 
names—company names—and gives praise 
where praise is due. 

“Metropolitan Life has 
features in their policy, 


some fine 
including a 
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“but it 
for only five 


$200 maternity benefit,” he writes, 
is guaranteed renewable 
years at a time...” 

“American Casualty has a good policy 
with only a fifty-dollar deductible . . . 

“One of the very finest major meds is 
written by Springfield-Monarch. It’s ex- 
pensive but makes any kind of hospital- 
surgical insurance, or even a special fund 
as suggest ted before, unnecessary in most 
cases.’ 

Examining major medical polices of- 
fered by several front line companies, 
the author gives some practical pointers. 
For example: 

“For most men in the middle-income 
brackets, it might be a better idea to 
bank $100 each year in a special account 
to cover initial costs of such emergen- 
cies and buy a good ‘major medical’ 
policy... 

“Buy as high a maximum benefit as 
you can afford ; $10,000 for each illness 
or accident is fine. Also, try to avoid 
policies which have a clause in small 
print that limits your benefits according 
to your income... 

“You ... should try to take out at 
least $200 a month health and accident 
insurance and stash away a few dollars 
each week in a special account to cover 
emergencies . 

Mr. Henley follows up this advice with 
hypothetical case histories and in some 
instances actually breaks down a typical 
hospital bill, to show who pays what and 
when. 

In the midst of current political fervor 
over health insurance, Argosy’s timely 
article leaves theoretical debate to Con- 
gress and tells the potential policyholder 
what he wants to know most; ie., “how 
much protection will my money buy? 


AMA CHALLENGES RIBICOFF 
The American Medical Association in 
a letter to Welfare Secretary Abraham 
A. Ribicoff from executive vice president 
F. J. L. Blasingame, challenged the 
former Governor of Connecticut to a 
nationwide debate “to end the claims and 
counter claims” concerning “Social Se- 
curity Medical Care.” 
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New York Health Underwriters Hear 
Miller Discuss Special Risk Writing 


“Lloyd’s of London has done a fine job 
writing special risks,” John A. Miller 
last week told the New York Associa- 
tion of Health Underwriters. “But I 
think right now we are doing equally 
as well,” he added. 

Mr. Miller, assistant manager of the 
accident and sickness department, Insur- 
ance Co. of North America, who was 
guest speaker during an association 
luncheon meeting held at Emils Restau- 
rant on Park Row, discussed “Under- 
writing Aspects in Special Risks.” 

The speaker defined New York Insur- 
ance Law 222 on writing special risks 
and then traced recent developments in 


his form of coverag “During World 
‘ ar Il Lloyd's did a mae job of filling 
the gap on special hazards,” he said, “and 


| like to think we (INA) helped them to 
a small degree. I remember we were writ- 
ing up to $100 for $1,000 worth of insur- 
ance on newspaper correspondents. In- 
cidentz ally, premiums went up to $150 on 

each $1,000 during the Korean War. Our 
experience wasn’t bad, except for 
a planeload of war correspondents that 


too 


cras] hed in Newfe nuindland We sure lost 
our shirts on that one.” 

Mr. Miller brought out that after 
World War II, employers emphasized 
special hazards pay, making it financially 
more worthwhile for employes to fly 


rather than go by rail This later ex- 
tended to the salesman with a car. “Now 
we're up to full cover said Mr. Miller. 


“There is $7 to $10 million dollars worth 


of premiums now floating around in this 
class of special risks.” 

Other major fields of coverage he dis- 
cussed were college students and pro- 
fessional associations. “The law lets us 
cover students for special risks,” he 
pointed out. “Besides Blue Cross ends at 
age 18. Along these lines, organizations 
like the New York State Bar Associa- 
tion and medical association are collec- 
tively organized for better benefits.” 


Miller entertained 
types of special 


In conclusion, Mr 
assembled with 


1 
those 


Book on Selling Business 


Health Insurance Published 


“Selling Business Health Insurance” 


has just been published by The Ac 
cident and Sickness Bulle tins of Na- 
tional Underwriter Co. of Cincinnati 


1 


deals with the im- 
insurance service of providing 
insurance protection to partner- 
ships, close corporations, sole proprietors, 
pre fessional practices, and key person- 
nel. It is a companion book to the 
previously published “Federal Income 
Tax and A, & S. Insurance.” 

Gathered in the book are selected and 


This 52- 
portant 
health 


page book 


tested sales procedures, along with a 
great deal of helpful related material 
Included is pertinent information regard- 


ing Federal income tax, and the applica- 
tion of disability benefits under social 
security. A set of 40 questions is provided 
for review purposes 

There are seven 
main topics are: Selling to 
owners; disability insurance in 
and-sell agreement; key-man insurance, 
a real market; key-man group plans; 
income tax sales approach; and social 
security disability benefits 

The book can serve as “ 
sales insviration,” inform or remind the 
producer of successfully-used methods, 
and supply the knowledge “so vital to the 
successful closing of business health in- 
surance sales.” Price is $2; less for 
greater quantities 


sections of text. The 


business 
the buy- 


are al source of 


WITH PRUDENTIAL 40 YEARS 


George E. Walker, manager of The 
Prudential, Bloomfield, N. J., district 
office, is observing his 40th anniversary 
with the company this month. He joined 


Prudential as an 
1921. 


since 


agent in Newark in 
He has headed the Bloomfield office 
1947, 


risks INA has been called 
write. 

“T recall one secret Navy project back 
in 1957—its no longer classified so I’m 
not letting any cat out of the bag,” said 
Mr. Miller with a smile. “Well, it was 
a parachute with air capsules that opened 
in 1% seconds and could drop a man 
from 45 feet. We insured the men testing 
it with great success. Now all the Navy 
are using these parachutes. 

“Not too long ago,” he continued, “the 
Lincoln division of Ford Motor Co. 
decided to enter a team of its men and 

cars in a Mexican rode race. They 
aed their crew insured for $50,000. 
Luckily we had no losses. However, “he 
paused for emphasis,” a few months later 
I was watching the Ed Sullivan show 
and he was saying: ‘And now, something 
really big, film clips of the recent Mexi- 
can rode race in which Lincoln placed 
first.’ 

“Gentlemen,” Mr. Miller said, “when 
I took one look at the curves and cliffs 
along the course was I damn glad the 
whole thing was over!” 


NYAHU NOTES: Association 


upon to 


Presi- 


dent Webster H. Hurley. Manhattan 
Casualty, introduced an attractive ad- 
dition to the club—Miss Rose Cahill, 
executive secretary ... Julius L. Ullman, 


W. L. Perrin & Son, Inc., 
his recent trip to Haw: aii, 


speaking of 
‘said the new 


state was getting commercial, “but is 
still beautiful.” He added that the 3lst 
annual IJAHU convention June 11-14 at 
the Waldorf-Astoria in New York “will 


have the best battery of A. & H. speak- 


ers and one of the most informative 
forums going” attendance at the 
luncheon meetings on the increase : 
next one slated for the third Tuesday 
in May, probably at a midtown location. 


Chief Underwriter A. & S. 





ROBERT W. GARDNER 


Robert W. Gardner has been appointed 
chief underwriter—Accident and Sickness 
of Ohio National Life. He will be a 
member of the selection and issue de- 
partment. 

A graduate of University of Connec- 
ticut, where he majored in insurance, Mr. 
Gardner has completed the first five 
LOMA Institute examinations and has 
certificates of proficiency in underwrit- 
ing from both the HOLUA and the 
IHOU. 

Prior to joining Ohio National Life, he 
was associated for eight years with State 
Mutual Life in Worcester, Mass., where 
he helped organize their accident and 
sickness department. 


—— Gpecialize th 
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Rep. Mills’ Realistic S. S. 
Approach Praised by IAHU 


The International Association of 
Health Underwriters has extended praise 
to Wilbur D. Mills (D., Ark) and his 
colleagues on the House Ways and Means 
Committee for “an excellent job done in 
refining social security proposals” con- 
tained in the Kennedy Administration’s 
bill, HR 4571. 


IAHU said Rep. Mills’ modifications, 
contained in HR 6027, “embody a real- 
istic approach to the matter of social 
security liberalization.” One objection, 
however, was noted: That the new bill 
followed the Administration bill in the 
lowering of the retirement age to 62. Such 
reduction, IAHU said, would be ill-ad- 
vised, 

IAHU Managing Director Bruce Gif- 
ford in a letter to Rep. Mills pointed out: 
“We feel reduction would tend to induce 
and force men to terminate their pro- 
ductive lives permaturely. It has been the 
age 65 social security retirement bench- 
mark that has influenced business and 
industry to set a similar retirement age 
level as a matter of company policy. 

“Over the years this has proven too 
early an age to lose productive men from 
industry. A reduction to age 62 would 
even further accentuate this disparity 
and encourage a downward spiral in the 
retirement age throughout all walks of 
life.” 

The Administration bill, HR 4571, called 
for increase of minimum benefits for re- 
tired workers ($33 to $43); reduction of 
eligibility requirements to one out of 
every four quarters of covered work 
after 1950 from the present requirement 
of one out of every three quarters, and 
an increase in the aged widow's benefit. 
HR 4571 further proposed liberalization 
of the disability definition and a reduc- 
tion of the optional retirement age to 62. 

The Mills bill (HR 6027) establishes 
the minimum benefit at 40, rather than 
$43; increases the widow’s benefit from 
75% to 82Y%% of the benefit received by 
the husband (HR 4571 called for 85%); 
goes along with HR 4571 on the easing of 
covered quarter eligibility, but does not 
change the disability definition, or the 
taxable wage base. 

To pay for the increase in benefits, HR 
6027 would increase the tax on employes 
and employers one-eighth of 1% instead 
of one-quarter of 1% asked for in the 
Administration bill. Under HR 6027, the 
self employed would pay three-sixteenths 
of 1%. Tax and benefits would become 
effective January 1, 1962. 


W. B. Cornett to Make 
Three Talks in Midwest 


W. B. Cornett, director of sickness 
and accident insurance in The Pruden- 
tial’s home office, will make three ad- 
dresses in the next few weeks. He will 
be the banquet speaker at the annual 
meeting of the Ohio Association of 
Health Underwriters today in Akron. 
His subject will be “Selling Health In- 
surance in a Challenging Decade.” Mr. 
Cornett was one of the organizers of 
this association in 1938 

Then on May 2, Mr Cornett will be 
the breakfast speaker at a Toledo Asso- 
ciation of Health Underwriters meeting. 
The following day he is scheduled to 
speak at the sales congress in East 
Lansing, Mich., jointly sponsored by the 
Michigan State Congress and Michi- 
gan Association of Health Underwriters. 


FORM COLUMBUS CLAIM ASS’N 
Thirty-two claimsmen in the health and 
life field in Central Ohio are charter 
members of the newly-formed Columbus 
Health and Life Claims Association. Of- 
ficers are John Revel, Ohio State Life, 
president; Max Clemens, Mutual. of 
Omaha, vice president; James Didion, 
Nationwide, secretary; and Ruth Schack- 
art, Globe Assurance, treasurer. The 
group will meet monthly and expects to 
build membership to about 50 persons. 
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Small group plans 
giving you a king-size headache? 


LET MINI-GROUP,” Nationwide’s new 10-to-24 plan, solve your problem. Never before 
such flexibility of coverage for small groups. Five hospital-surgical schedules (includ- 
ing in-hospital medical expense) on a 70 or 31 day basis—plus weekly income, life insur- 
ance and accidental death and dismemberment. Even dependent life for families where 
statutes permit. Specified dread disease and supplemental accident optional with any 
plan. Standard commissions paid monthly plus renewals. Complete administration by 
Nationwide—claims paid from office nearest policyholder... your time’s your own after 
sale. For complete MINI-GROUP” sales kit, contact your nearest Nationwide group 
office or write Group Sales, Dept. E, Nationwide, 246 No. High St., Columbus 16, Ohio. 


F ‘Fe Red A a oy Sy the company that created SECURANCE 





Nationwide Mutual Insurance Company/Nationwide Life Insurance Company 
home office: Columbus, Ohio 
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Piumb; Eichhoff, Kendrick Explore 
Health Ins. Training, Motivation 


vice president and 
director of agencies, Paul Revere Life, 
was moderator of a forum last week 
(April 17) in Chicago at the 12th annual 
Health Insurance Spring Meeting of the 
Life Insurance Agency Management As- 
sociation at Edgewater Beach Hotel. 

Mr. Plumb, who discussed “A Con- 
tinuous Program for the Home Office.” 
moderated a panel on “Training, Super- 


John J. Plumb, 


vising, and Motivating.” Other par- 
ticipants included Darrell D. Eichhoff, 
CLU, third vice president in charge ol 
sales promotion for field management, 


Metropolitan Life—‘Meeting Objectives 
through Field Management,” and Wil- 
liam C. Kendrick, district agent in Tampa 


for National Life Insurance Co. —“Sub- 


stantial Health Insurance Production 
from the Life Agent.” Later that eve- 
ning John Wright, agent for Southland 
Life ae ussed * ‘Ful filling Needs Through 
Healt th Insurance.’ 
John J. Plumb 
At the outset of his talk, Mr. Plumb 


suggested to his audience that “when we 
push a second line, we automatically 
have a problem because the second line 
competes against the first for time, 
attention and interest, and new 
personnel 

“Moreover,” added, “the 
line competes against the natural, 
urge to think and act on one 
rather than two things almost simul- 
taneously. Here we are dealing with 
the limitations of human nature.” He 
then listed the following 12 “errors of 
ommission” in home office training for 
health insurance production: 

1) No siete definition from top 
management—right from the president 
on down to every person in management 


money 


second 
human 
thing 











in all departments on such things as: 
Reasons why the company is in the 
health business; objectives and results 
top management expects to be accom- 
plished, and responsibility of each de- 


partment head to support the program 

2) No clear-cut and well 
impart knowledge 
» home office agency staff. 
No clear-cut program of 
ollow-up to see that the 
and skills are used. 

4) No reguar conferences of agency 
staff to review the health production 
results and analyze what must be done 
to make them better 

5) No regular individual conferences 
with agency assistants on the particular 
subject of “health” insurance. 


developed 


and skills 


supervision 
knowledge 


=f 


6) Lack of the proper personal example 
on the part of the agency head 

7) Failure to wse measurement or ap- 
praisal devices such as: Official pentane 
tion quotas for each region; and having 
competition among the regions; analysis 
of costs of the health program, progress 
charts, etc. 

8) Failure to 
search surveys 
are doing. 

9) Failure to avoid the high costs of 
protecting pride of authorship 

10) Failure to have a policy that home 
office agency people must engage in 
programs of self-development in the 
company’s second line 


conduct periodical re- 
to re-evaluate what you 


11) Failure to recognize accomplish- 
ments of home office staff in health 
production by all the traditional ways. 

12) Lastly, the failure to admit that “ 
your home office agency associate doesn’t 


want to, or can’t learn how to push a 
second line without detracting from the 
first line, you, Mr. Agency Vice Presi- 


dent, have a personnel problem. 

“The answer to these errors of om- 
mission,”. said Mr. Plumb, “lies in the 
agency head having a well defined and 
well executed plan for training, super- 
vising and motivating his home office 


staff. He must have one if he expects 
the job to be done by the men in the 
field.” 


Darrell D. Eichhoff 


“It is imperative that all of our com- 
panies work together to provide the 
public with the type of health insurance 
coverage that will fulfill all needs for all 


ages,” said Mr. Ejichhoff. 
“We have gone on record, before our 
people, that we in the health insurance 


business have now the resources and the 
wherewithal to meet our obligations in 
these directions. These obligations, and 
their urgency, must be transmitted to 
all of our representatives,” he stated. 

these goals, a 
and cooperation 


feeling of 
must exist 


To achieve 
confidence 


between the home office and the field 
force. “If our representatives believe 
—true or not—that the home office is 


slow or hesitant or unreasonable in issu- 
ing policies, or that claims are not fairly 
and promptly processsed, then we will 
be fighting a losing battle in this direc- 
tion.” 

Sound training and motivation of the 
field force are the means of achieving the 
promotion of health insurance. Mr. 
Eichhoff outlined some of his company’s 
efforts in this paling: and experience 


in the field of health insurance. 
There is surprising resistence by life 
insurance salesmen toward health insur- 


ance because they are hired principally 
to sell life insurance. “In our training,” 
Mr. Eichhoff said, “we must convince 
and constantly remind our men that they 
have a duty to fully explain health in- 
surance protection to each of their 
prospects and policyowners. To achieve 
this goal, we cannot stop at telling this 
to our new men. We must continually 
remind our management of it. We must 
train management to be adept in every 
phase of the business because if con- 
fidence is lacking at that level we cannot 
expect it from our agents. 

In addition to training on a company 
basis, there should be territorial train- 
ing, too, Mr. Eichhoff pointed out. 
Specialists from the home office should 
work with field management on the sale 
of health insurance. This type of train- 
ing is often the most effective because 
the results can be seen immediately. 

“In our training, we 
appeal and variety 


stress the wide 


of our policies and 


the ease by which they can be sold,” 
said Mr. Eichhoff. “In the past, we 
discovered that many of our representa- 
tives regarded health insurance as too 
complicated to bother with.” 


The promotion of health insurance 
sales is more a problem of motivation, 
he stated. It is imperative to convince 
the field force that health insurance is 
not a “step-brother” to life insurance. 
“Rather, we must continue to tell them 
—and show them—that it is a partner.” 

Mr. Ejichhoff said an agent has an 
obligation to his clients to fully explain 
the need and importance of health in- 
surance. “It is a terrible thing for an 
underwriter to have to say ‘I prepared 


my policyowner to die, but I did not 
prepare him to live.’” 
Field management can be motivated 


to promote health insurance by paying 
them commissions on these sales during 
the year and paying extra compensa- 
tion at the end of the year on volume and 
lapse ratios. 

The most important way to motivate 
the field force is to point out the effect 
health insurance has on their life insur- 
ance sales. Mr. Ejichhoff brought out 
that the field force “will gain in income, 
policyowners, and prospects by selling 
health insurance as a partner of life in- 
surance.” 

Most agents realize health 
is an effective door-opener. “However, 
we must not allow them to drop their 
health insurance efforts once inside the 
door until they are certain there is no 
need or possibility of a health insurance 
sale. 


insurance 


ger 1er baseball 
Mr. Eichhoff 


me Yes that 


season is upon us, 
said, “so in closing, let 
if we can get our manage- 
ment to link health and life insurance 
sales, we will have formed the most 
effective double play combination in the 
business and we will be able to keep 
competition—and I am referring to com- 
petition from outside 0 industry as well 
as from within—off the basepaths.” 


William C. Kendrick 


“We believe, in our agency, with all 
our hearts, that we have not done a job 
for our prospects until we complete and 
fulfill his need for disability coverage,” 
William C. Kendrick, told the meeting 
“We have all seen that sometimes an 


economic death can be worse than a 
physical death.” he added. 

“Generally, however, we do oe train- 
ing initially in the A. & S. field because 


our first responsibility is to get our man 
off the ground in life sales,” Mr. Ken- 


drick said. “After our recruit has proven 
hi mself in selling life insurance we add 
to his power by training in A. & 











Consultant to A. & H. and 


Life Insurance Companies 


155 EAST 44TH STREET, NEW YORK 17, N. Y. 
Phone: MUrray Hill 7-7255 





Prepared for Consultation 


on all phases of Home Office agency activity as well as Field 
Manpower Development — on per diem basis by appoint- 
ment. Background of 30 years of H. O. and Field supervision 
with unqualified success in every undertaking. 





We believe it is vital to sell the prospect 
something on that first presentation. 
Once you have a client, the second | sale 


of life or A. & S. is much easier.’ 
Mr. Kendrick revealed that in his 
agency the ten men who have been 


writing accident and sickness insurance 
from two to ten years have a total com- 
bined lapse record of under five cases. 
He pointed out that this record ties in 
with the over-all persistency of the group 
which averages better than 95% on life 
insurance. “We attribute all this to need 
selling and good prospecting. 

“In our A. & S. training, the first 
thing we do is to point out to our men 
the basic problem with the general cover- 
age carried by most people today,” the 
speaker said. “This basic problem is the 
length of time the benefits are paid 
a man when he is disabled. Most A. & 
S. owners today have built their program 
on sand, because they have considered 
the amount of income rather than the 
length of their coverage.” 

Mr. Kendrick explained that he is not 
opposed to short-term coverage, but he 
feels that it should supplement, rather 
than take the place of, long-term, non- 
cancellable insurance. “Our sales ap- 
proach,” he said “is to supplement the 
existing coverages.” 

The first step in training men, accord- 
ing to Mr. Kendrick, is to know the 
facts about the types of coverage . . 
length of time, when it will or won't pay, 
etc. When accident and sickness insur- 
ance was introduced into his agency, it 
was done so on a programing basis, 
he said. 

“The first thing I do in selling accident 
and sickness insurance is to find out 
what the man would like to have as an 
income replacement and what he 
absolutely must have to keep his family 
together. I cannot overemphasize the 
need of obtaining this information prior 
to a simple program,” Mr. Kendrick 


declared. 
John Wright 


You can’t fulfill your clients’ 
without including health 
your plan, John Wright, 
Texas for Southland Life Insurance 
Company, told the meeting. 

He stated that people not only need 
health insurance but they want it and 
use it. “I got into the accident insurance 
business quite by accident, or maybe it 
was because I was so sick. I was really 


needs 
insurance in 
agent in Tyler, 


sick of “ uring my prospects tell me 
that they had all the life insurance they 
would ever need.” 


Mr. Wright stated that these prospects 
were willing to listen about health in- 
surance. “They listened and they bought,” 
he said. “IT wonder where those fellows 
hide who failed to complete a man’s 
life insurance program by including ac- 
cident and sickness insurance ?” 

One advantage of health insurance is 
that clients can see it work for them. 
“T didn’t just take money away, I brought 
some of it back so they could enjoy it,” 
he revealed. 

Health insurance can open the door 
for additional life insurance sales. Mr. 
Wright cited a case where, through one 
satisfied health insurance policy-owner, 
he sold ten additional health policies 
and in excess of one million dollars of 
life insurance. He said that selling health 
insurance “has kept me in the life insur- 
ance business.” 

Claim service an agent can provide his 
clients is an important part of health 
insurance. “When I deliver the policy, I 
always attach a letter explaining my 
claim service. If I receive a_ sizable 
claim check, I always deliver it. If it is a 
small check, I write a personal letter... 
and again remind them of the fine cover- 
age they have. 

“Health insurance helps me offer com- 
plete personal security to my clients. 
It makes me a professional salesman, 
doing a professional job.” 

Mr. Wright concluded his remarks by 
saying, “I have over 90% persistency 
on my accident and sickness policies. 
This proves they like the policy, the 
protection it gives, and the security it 
brings them.” 
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Presented regularly in this space for the inspiration 
and enlightenment of life underwriters 
everywhere by the Life Insurance Members 
of the American General Group. 


THE CAPACITY FOR 


SELF-DISCIPLINE 


TH LONGER I LIVE, the more weight I attach to a man’s 
ability to manage and discipline himself. The longer I live, 
the more firmly convinced I become that the essential factor 
which lifts a man above his fellows in terms of achievement and 
success is his superior capacity for self-discipline. 


Talent plays its part, of course, but talent or aptitude is not 
the difference. Every day in every field of endeavor we see tal- 
ented men whose special abilities are wasting away, contributing 
little to the success of the individual or the good of mankind, 
and every day we observe others who are less gifted but who 
accomplish more. 


Education is a priceless aid to success, of course, but educa- 
tion is not the difference. The educated derelict is a common 
sight, and so is the man who has achieved resounding success 
without the opportunity for, or the advantages of, a formal 
education. We must conclude that while formal schooling is an 
important advantage, it is not a guarantor of success nor is its 
absence a fatal handicap. 


Luck is not the difference between one man’s achievements 
and another’s, even though there are those who profess to 
believe it. It just isn’t so. All that need be said on this point 
has been said in those classic words—"It's a funny thing about 
luck: the harder I work, the luckier I get.” 


Is the difference, then, a matter of differing levels of in- 
telligence? I believe not, even though manifestly the man or 
woman endowed with an unusual intellect, a naturally agile 
mind, a higher-than-average intelligence quotient, is fortunate 
on that account and thus possesses a running start toward 
success. 


But we have all seen, within our own field of observation, 
that the relationship between intelligence and accomplishment 
is something less than constant; and we notice, too, that we 
encounter frequently both the brilliant ne’er-do-well and_ his 
opposite number, the man of average intellect but superior 
achievements. 

We are told that the Army, in giving intelligence tests to 
millions of men, has discovered nearly as many instances of 
high intelligence in overall jobs as in the professions, and nearly 
as much brain power on the assembly line as in the executive 
suite. 

The conclusion is inescapable that high intelligence pro- 
vides no assurance of success or achievement, and that average 


mentality can and often does achieve far more than average 
results. 


* * * 


FOR MY PART, I have-concluded that the quality which sets 
one man apart from another, the factor which lifts one man 
to every achievement to which he reasonably aspires while the 
other is caught in a slough of mediocrity for all the years of 
his life, is not talent, nor formal education, nor lick, nor 
intellectual brilliance — but is, rather, the successful man’s 
greater capacity for self-discipline. 

Talent will not stand alone, but talent coupled with the 
industry and study and personal efficiency which are the natural 
consequences of self-discipline will produce high levels of 
achievement. Education without self-discipline is of limited and 
academic value, but combined with the diligence and sobriety 
and strong will which are the natural consequences of self- 
discipline, it becomes productive and practical. Luck doesn’t 
count either way in the long run, because it ultimately “averages 
out”: We all know that all the hands dealt in a game of cards 
over a period of time will be of exactly equal value. 

High intelligence is wonderful for those who are blessed 
with it, but the rest of us have to get by on what we were 
given when the brains were passed around. We find encourage- 
ment, however, in the realization that even superior brain 


power without will power is of small consequence, while aver- 
age intellect combined with superior determination can and 
often does achieve results of momentous proportions. 


Yes, I am totally convinced that the essential, fundamental, 
underlying difference between one man and the next, one of 
whom becomes a man of achievement and distinction while 
the other remains a pebble on the beach, is the former's greater 
capacity to manage himself. 

The man with true capacity for self-discipline can tell him- 
self to get up in the morning—and not need someone else to 
sweep him out of bed. 

He can tell himself to start a course of study and to carry 
it through—and need no policeman to see that he does so. 

He can tell himself to smoke and drink and eat with 
moderation—and make it stick. 

He can tell himself to do an honest day’s work—and then 
do it whether someone watches him or not. 


He can tell himself to do the truly important things first, so 
that if there isn’t time enough to go around and something 
must be neglected it will be the less essential tasks—and can 
carry out his own instructions. 


He can tell himself to save the first few pennies out of each 
dollar of income (not the pennies “left over” )—and can resist 
the temptations which would destroy his financial plans and 
his economic hopes. 

He can make himself do what he says he will do: He can 
make himself finish the job once he starts, carry out his plans, 
start in time and be there on time. 


He can discipline himself so well that no one else needs 
to do so; and because he can, he proves himself to be a man 
and not a boy... 


and because he is capable of self-discipline, he surely 
is, Or in course of time he will surely be, a man of satisfying 
accomplishments and achievements of distinction. 


* * * 


Ne HERE IS the most interesting thing about the capacity 
for self-discipline: He who wants it may have it. The capac- 
ity for self-discipline is (I believe) the essential ingredient . . . 
yet you can have it if you want it—if you want it enough! 

If you were born without an ear for music, you can’t give 
yourself that talent by wanting it. If you have no natural 
athletic ability, you probably can’t be better than a passably 
good golfer no matter how much you want to be a star. What- 
ever your IQ was at age four, so they tell us, it will tend to 
remain constant all your life no matter what you do about it. 


But the capacity for self-discipline, more important than 
any of these, is something we can generate within ourselves! 
And what a happy and wonderful truth this is—that the one 
ingredient we most need is ours for the asking, for the wanting 

. . if only we want it enough. For we need no special talent, 
no advanced education, no “luck,” no superior intellect, to dis- 
cipline ourselves more effectively tomorrow than we did today: 
We need only the resolute determination to do so! 

All you need to do is this: Beginning this very day, stop 
doing some one thing you know you should not do, and start 
-doing each day some one thing you know you should do! 

That’s all! Then a little later, when you have those two 
items mastered, try two more... then later two more, and then 
still more. Stay with it long enough, and the world will be 
yours! 


Best wishes, 


The Home § Hawaiian Life Insurance Co. Ltd 


Oklat City, Oklahoma Honolulu, Hawaii 


Life Insurance Company 
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22 JOHN STREET, NEW YORK 38 


Phone: WOrth 4-6141 


Insurance Inspections and Investigations 























